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A COUNTRY-WIDE INSTITUTION! WHY? 


When a business institution shows consistent growth 
there is sure to be a reason behind it. The growth of the 
Reliance Life Insurance Company is easily explainable. The 
reason lies in Perfect Protection. This company presents 
through its Perfect Protection policy something unique in 
life insurance, a policy that covers the contingencies of life, 
as well as those of death, 


More and more people, from Maine to California, are 
placing their reliance in Perfect Protection—because it offers 
to them a means of insuring themselves and their loved ones 
against privation, whether by reasen of sickness, accident, or 
death. All this-in a policy so well devised that it is within 
the reach of every pocketbook. It will be worth your while 
to look into it. 


But That’s Not All 


There are three excellent reasons for seeking a contract 
with the Reliance Life. First—the company is financially 
“as sound as a dollar.” Second—it markets Perfect Pro- 
tection Policies, which are in demand and therefore readily 
salable. Third—the company hag plenty of room for addi- 
tional agency material. 
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Reliance Life Insurance Company 
PITTSBURGH, PA. 
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Tornado and Wind Storm Insurance 


By FREDERICK L. HorrMan, LL.D. 


occurrences are understood on the part of the underwriter the 
more promising is the outlook for a successful business. All 
those who have written upon the subject are agreed that no definite 
laws or principles can be laid down that would justify precise prog- 
nostications regarding areas most likely affected, or as to the unlikeli- 
hood of such occurrences. One of the most useful contributions to 
the study of the subject is a brief discussion on the “Tornadoes of 
the United States” by Prof. Robert DeC. Ward, of Harvard Uni- 
versity, contributed to the Smithsonian report for 1918, who observes 
that “The damage done by tornadoes may be roughly classified as 
follows: (1) That resulting from the violence of the surface winds, 
blowing over buildings and other exposed objects, crushing them, 
dashing them against each other, etc.; (2) that caused by the ex- 
plosive action; and (3) that resulting from the uprushing air move- 
ment close around the central vortex. Carts, barn doors, cattle, iron 
chains, human beings are carried through the air, whirled aloft, and 
dashed to the ground, or they may be dropped gently at considerable 
distances from the places where they are picked up. Iron bridges 
have been removed from their foundations; beams are driven into the 
ground; nails are forced head first into boards; cornstalks are driven 
partly through doors; harness is stripped from horses; clothing is 
torn from human beings and stripped into rags. The damage is 
greater and extends farther from the center on the right of the track 
than on the left, for the wind velocities are greater on the right, as 
in the ‘dangerous semicircle’ on the right of the track of tropical 
cyclones,” 

The foregoing conclusions are based upon very fragmentary in- 
formation. No agency exists at the present time by means of which 
an even approximately trustworthy estimate of total wind storm 
damage can be arrived at. Tornadoes, of course, are but one form 


T « more thoroughly the general facts regarding wind storm 


of wind storms, while underwriting practice includes all the various 
wind agencies by which damage is done. They are, however, in all 
probability the most destructive forms of storms which afflict this 
country. Professor Ward, in this connection, points out that ‘“‘Prop- 
erty damage in the United States due to tornadoes varies greatly from 
year to year, depending, as it does, upon the ‘accidental’ passage of 
tornadoes through well-populated or through sparsely settled districts. 
In half an hour the St. Louis tornado (May 27, 1896) destroyed 
property to the amount of $10,000,000 in St. Louis alone. In 
some years the damage for the whole United States falls to but a 
few hundred thousand dollars.”’ 

To the foregoing conclusions one is constrained to take serious 
exception. Limitation of so-called tornado insurance to the so- 
called tornado belt is a grave technical error. Wind storm, insur- 
ance should be general throughout the United States and looked upon 
as an essential form of contingency protection. No one is in a posi- 
tion to say that any section of the United States is entirely exempt 
from such storm occurrences. In any event, whether the storm be in 
the nature of a true tornado or merely in the nature of violent wind 
force is immaterial for undeswriting purposes. Professor Ward, 
however, is entirely correct when he points out that there is a mass 
of well established scientific facts which are generally disregarded. 
Unfortunately the literature on the subject has never been thoroughly 
and critically examined for underwriting purposes. The bibliog- 
raphies which are available deal chiefly with technical questions 
bearing upon weather observations, which are of no value to the 
underwriters. But much may be learned from a patient examina- 
tion of standard books of reference, and the invaluable records of 
the Weather Bureau and the preceding organization of the Signal 
Officer of the Army. 

As far back as 1841 there was published a treatise on the ‘‘Phil- 
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osophy of Storms’ by James Espy, which contains an excellent 
descriptive account of early tornadoes. Modern descriptions fall far 
short of earlier accounts, which provided a large measure of trust- 
worthy evidence for subsequent consideration. Few, at the present 
time, for illustration, are aware of the account of the New Haven 
Tornado by Prof. Olmstead, of Yale College, which occurred on 
the 31st day of July, 1839. Another important earlier storm oc- 
curred near Providence towards the end of August, 1838. A 
fairly comprehensive list of these earlier occurrences will serve a 
useful purpose, particularly when amplified by trustworthy observa- 
tions in matters of important detail. 

Another important work which should not be. overlooked is the 
popular “Treatise on the Winds” by William Ferrel, published 
N. Y., 1889. In this treatise extended consideration is given to 
the gyratory velocity and its effect on pressure as well as on the 
energy of a tornado andthe tremendous as well as often irresisible 
power developed. A useful account of earlier tornadoes, especially 
on the one which afflicted West Cambridge in August, 1851, will 
be found in a treatise on “Storms, Their Nature, Classification and 
Laws” by William Blasius, Philadelphia, 1875. 

For general purposes perhaps the most valuable modern discussion 
of all typzs of storms is contained in a treatise on the “Weather” by 
E. B. Dunn (Farmer Dunn), formerly in charge of the U. S. 
Weather Bureau, New York City, published New York, 1902. 
Dunn observes that ‘‘many theories have been advanced in regard to 
formation of tornadoes but the most probable and generally accepted 
one is that when an area of low pressure passes over the country, the 
general circulation of wind from all sides flows towards its centre, 
which brings the colder dry winds from the north and west and the 
warmer moist winds from the south and east into the general circula- 
lation of air bearing towards the central point, or general storm 
centre. It is the belief that in this rush of warm and cold air there 
must be a point of meeting where there is a great difference of temper- 
ature; in which case the warmer current underruns the colder layers 
of air and in seeking an outlet forces its way through the place of 
least density, causing a violent upsetting of the atmosphere, which 
results in the formation of a funnel-shaped cloud by the condensa- 
tion of moisture from the uprushing of warm, moist air through the 
colder layers to a higher elevation, where the cloudiness is more 
profuse owing to the less dense air and more general condensation. 
The greater the difference in the temperature between the warmer 
and colder air layers, the greater will be the violence of the rotary 
motion which takes place at and in the immediate vicinity of’ the 
vortex. Ass soon as the temperature in this whirling column and that 
of the different layers of air near the earth’s surface become equalized 
the storm ceases, with greater suddenness than it began.” 

With reference to conditions preceding tornadoes he remarks that 
‘Prior to the formation of tornadoes, the day is very warm and the 
atmosphere very oppressive, but clear, with a very mild south wind 
blowing towards the low pressure centre, which is generally several 
hundred miles to the north. About the warmest part of the day, 
light, fleecy, cirrus clouds are observed moving in the same direction 
as the surface winds. Finally there appears to the southwest a light 
gray ball-like mass of clouds which lead to a treacherous greenish- 
black cloud with a funnel dipping down; at times reaching the earth 
and swaying from side to side. As it advances a cloud of dust fills 
the air and there is a terrible roar, which has been compared to the 
noise which might be produced by the rumbling of thousands of trains 
of cars passing through a tunnel at the same time: it is positively 


—=—_— 


deafening. This terrific noise usually occurs about fifteen minutes 
before the arrival of the tornado and gives warning of its approach 
Its cause has never been definitely determined, but may be due . 
friction, caused by the violent rotary motion of the tornado funnel,” 

Finally, as to tornado dimensions and paths, he observes that “". 
terms ‘tornado’ and ‘cyclone’ are synonymous in one sense only, in 
that they apply to storms of gyratory or whirling motion, where the 
wind blows spirally inward and upward. Their main features pre- 
sent a great contrast, and still the terms are used indiscriminately, 
The cyclone is a wide-area storm, covering from 500 to 2,000 miles: 
with brisk to high winds extending from its centre to the outer ie 
The tornado, in comparison, is a most diminutive storm, the widh 
varying from 50 to 1,000 feet. Tornadoes travel a distance from 
one mile to 200 miles before being dissipated. Tornado paths are 
found several hundred miles to the south or southeast of general low. 
pressure storms. Tornadoes invariably move from the southwest tp 
the northeast.” 





A further observation of practical value is contained in an into. | 


ductory Meteorology prepared by the National Research Council, | 


N. H., 1918, reading in part as follows: “‘Tornadoes almost in- 
variably occur in the southeast quadrant of an easterly moving ¢y- 
clonic area and generally move from southwest to northeast at an aver- 
age rate of from 20 to 50 miles an hour. The path of a tornado 
is from a few feet to perhaps 2,000 feet in width, while the average 
length is about 25 miles. Neither the air pressure nor the wind 
velocity has ever been measured near the centre of a tornado, but 
from the force necessary to move certain objects it has been calcu. 
latd that the wind must blow at the rate of well over 100 miles an 
hour and may reach several hundred miles.” 

None of the foregoing observations, which, of course, are but a 
fragment of an extensive literature on the subject, justify definite 
predictions as to where tornadoes may or may not occur. Possibly 
of special significance, in this connection, are typical illustrations of 
violent storms in different parts of the country generally considered 
relatively free from the risk of violent occurrence. Thus, for illus- 
tration, on Apirl 5, 1917, a tornado occurred at Tampa, Fla., of 
which an admirable map indicating the track supplemented by a 
fairly extended account was published in the Monthly Weather 
Review for April of that year. Only one person was killed in this 
storm but considerable amount of damage was done. The width 
of the path was about 100 yards at the point of greatest destruc. 
tion. The storm extended from Tampa to Plant City, a distance of 
many miles. It is observed in the account of the storm that tor- 
nadoes are unique in Central Florida and the occurrence of this one 
is for that reason more noteworthy. None had been recorded in this 


vicinity since the opening of the Weather Bureau Office in 1890, | 


but according to newspaper accounts one of considerable intensity 
crossed the northern part of the city on March 17, 1887. 





In the section following quite a number of typical storms that | 


have occurred during the last five years will be considered. It 
would be utterly impracticable to further extend the present inquiry, 
nor is it most likely that an exhaustive treatment would serve a more 
useful purpose. But to the underwriter a thorough knowledge of 
individual storms in particular localities is obviously of the first im- 


portance. The public, after all, is strongly influenced by occur | 


rences in the locality or near the locality in which they reside. Yet 
the fact cannot be too strongly emphasized that there is no definite 
law which covers wind storm developments; and every section of the 
United States at some time or other is liable to be affected. 
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Faron accident _ statistics, 
though as yet very incomplete and 


obtainable to a valuable degree in only a 
few sections of the country, show that a 
great many collisions, fatal and non-fatal, 
occur because of what is generally termed 
“cutting in and out.” The heedless and 
reckless driver who is speeding beyond 
the safety limit often tries to get ahead 
of the car in front before an oncoming 
vehicle closes the gap. Due to faulty judg- 
ment of distance, or on account of a sud- 
den slowing-up of the car in advance, or 
for any one of several reasons, a collision 
results and all too frequently passengers 
are severely injured. Trying to pass mo- 
tor trucks and similar obstructions without 
being able to see the road beyond is also 
While some 
of the most prominent transportation en- 
gineers in the United States appear to 


a fertile source of danger. 


think that it is only a question of time be- 
fore all roads will be subjected to one-way 
trafic movement rules, this would necessi- 
tate the construction of a great many 
Such a course 
would no doubt be effective, but it would 
involve tremendous expense and is an ex- 


miles of extra highways. 


treme step whose adoption is only a dis- 
tant possibility. is, however, a 
method by which accidents due to “cut- 
Ifa 
suitable dividing ridge were built along 


There 
ting in and out” could be reduced. 


the middle of all roads wide enough to 
Justify the procedure, it would achieve a 
segregation of traffic direction which 
would not be nearly as costly as parallel 
highways, and would serve the purpose 
until further measures become vital. The 





experiment has been tried over short dis- 
tances in many towns and cities and there 
is nO apparent argument why it should 
not be more widely utilized. Anything 
that promises to reduce the automobile 
accident total is worthy of at least a fair 


trial. 





HE débacle of the Associated Em- 

ployers Reciprocal, of Chicago, has 
now culminated in a $3,000,000 assess- 
ment levy, so ordered by the courts, which 
have taken the matter in hand. So far as 
known this is the largest levy ever made 
upon the policyholders of an insurance 
company. Its necessity forms the most 
complete evidence ever offered of the 
necessity of proper reserves, such as 
are not only required of but voluntarily 
offered by the stock casualty insurance 
would require a most 


extraordinary and unimaginable amount 


companies. It 


of machination for the failure of a stock 
to cost 
its policyholders such a There 
seems but little doubt that a lot of lessons 


casualty insurance company 


sum. 


will be learned as a result of it, and those 
where they will do the most good. The 
Illinois lawmakers should be among the 
number, as is evident from the fact that 
elsewhere in this issue of T11e SPECTATOR 
will be found an article showing that re- 
ciprocals are being allowed to operate 
without even the assessment feature to 
safeguard policyholders. Under such a 
system the man purchasing the insurance 
needs be a gambler of the rankest kind, 
or else entirely ignorant of the facts. Cer- 
tainly there are no sound business prin- 
ciples involved. It is high time that the 
possibility of such tremendous setbacks 
to the good name of insurance be definite- 
ly stopped. 


URING the month of October last 
D the fire loss in the United States and 
Canada, according to the records of The 
Journal of Commerce, was $28,000,000, 


showing substantial declines from the 
amounts in October in both 1923 and 


1922. The total for the first ten months 
of the current year was about $294,- 
000,000, or $40,000,000 less than in the 
and about $39,- 


first ten months 


same period last year, 
000,000 less than in the 
of 1922. 
and point to a possible 
annual fire loss from the totals for 1923 
and 1922. 


These figures are encouraging 


reduction in the 





COMMISSIONERS’ COMMITTEES 
President J. C. Luning Makes Announce= 
ment of Members 
J. C. Luning, Insurance Commissioner of 
Florida and president of the National Conven- 
tion of Insurance Commissioners, has just an- 
nounced the regular standing committees of that 
organization as appointed at the annual meeting 
in Seattle, Wash., last July. They are as fol- 

lows: 

Accident and Health.—W. Moore, chairman, Ore.; 
J. J. McMahan, S. C.; J. E. Sullivan, N. H.; E. Max- 
son, N. J.; H. C. Hapai, Hawaii; J. Cochrane, Colo. 

Actuarial Bureau.—B. T. Bullion, chairman, Ark.;_ 
S. M. Saufley, Ky.; J. Cochrane, Colo.; T. S. McMur- 
ray, Jr., Ind.; J. G. Reed, Okla. 

Assets of Insurance Companies.—F. N. Julian, 
chairman, Ala.; G. D. Squires, Cal.; W. N. Van 
Camp, S. D.; W. D. Spencer, Me.; J. E. Sullivan, 
N. H.; G. P. Porter, Mont.; S. M. Saufley, Ky.; T. 
M. Baldwin, D. C.; T. M. Henry, Miss.; S. W. 
Wade, N. C. 

Blanks.—H. D. Appleton, chairman, N. Y.; S. W. 
McCulloch, Pa.; W. A. Robinson, Ohio; J. F. Wil- 
liams, Ill.; A. E. Linnell, Mass.; C. B. Colveurne, 
Va: R. A. Mich.; W. M. Corcoran, Conn.; 
J. M. Legris, R. I.; R. E. Daily, Mo.; K. P. Blaise, 
Iowa; H. G. Brunquell, Wis.; A. T. Lehman, Ind.; 
J. H. Washburn, Tenn. 

Codification of Rulings—W. M. Van Camp, chair- 
man, S. D.; J. C. Bond, W. Va.; H. A. Loucks, Wyo.; 
R. C. Clark, Vt.; A. A. Betts, Ariz.; W. A. Wright, 
Ga.; S. A. Olsness, N. D. 

Credentials.—G. P. Porter, chairman, Mont.; J. J. 
Bailey, La.; W. D. Spencer, Me.; G. A. Cole, Nev.; 


Palmer, 


H. C. Hapai, Hawaii. 
Exami:ations.—J. Button, chairman, Va.; Mr. Sauf- 
ley, Ky.; Mr. Sullivan, N. H.; G. W. Wells, Jr., 


Minn.; A. S. Caldwell, Tenn.; Mr. Moore, Ore.; Mr. 
Reed, Okla.; H. O. Fishback, Wash.; C. D. Benson, 
Md. 

Fidelity and Surety.—Mr. Squires, chairman, Calif.; 
Mr. Caldwell, Tenn.; P. H. Wilbour, R. I.; R. C. 
Kendrick, Towa: Mr. Van Camp, S. D.; J. A. Beha, 
N. Y.: Mr. Benson, Md.; Mr. McCulloch, Pa.; Mr, 
Julian, Ala.; Mr. Clark, Vt. 

Fire Insurance.—Mr. Button, chairman, Va.; Mr. 
Fishback, Wash.; Mr. Bullion, Ark.; W. E. Monk, 
Mass.: Mr. Beha, N. Y.; Mr. Wade, N. C.; Mr. 
McCulloch, Pa.; Mr. Wells, Minn.; B. C. Hyde, Mo.; 
H. & Conn.; Mr. McMurray, Ind, 

Fraternity Insurance.—Mr. Henry, chairman, Miss.; 


Dunham, 


Mr. Bond. W. Va.; W. R. Baker, Kans.; E. L. 
Savage, Ohio; J. M. Scott, Tex.; Mr. Dunham, Conn.; 
Mr. Kendrick, Towa; Mr. Moore, Ore.; Mr. Bailey, 
La.: L. T. Wands, Mich.; Mr. Julian, Ala. 

Laws and Legislation—Mr. Wells, chairman, Mirn.; 
Mr. Monk, Mass.; Mr. Wade, N. C.; Mr. Moore, 
Ore.: Mr. Kendrick, Iowa; Mr. Squires, Calif.; J. 
\W. Walker, Utah: Mr. Maxson, N. J.; W. S. Smith, 
Wis.: Mr. Beha, N. Y.; Mr. Savage, Ohio; Mr. Reed, 
Okla.: Mr. Scott, Tex.; Mr. Benson, Md. 


Miscellaneous.—Mr. Sullivan, chairman, N. H.; 
Mr. Porter, Mont.; Mr. Cole, Nev.; Mr. Baker, Kans.; 
J. W. Porto Rico; A. P. Fitzsimmons, P. I.; 
Mr. Petts, Ariz.: Mr. Olsness, N. D.; W. B. Wagner, 
N. Mex. F 

Publicity and Conservation—Mr. Scott, chairman, 
Tex.: D. C. Neifert, Idaho; Mr. Julian, Ala.; M. A. 
Fairchild, Neb.; Mr. Spencer, Me.; Mr. Baker, Kans.; 
Mr. Bailey, La.; Mr. Walker, Utah; Mr. Bullion, 
Ark.: Mr. Reed, Okla. 

Unfinished Business.—Mr. Baker, chairman, Kans.; 


Sonner, 


Mr. Porter, Mont.; C. M. Hollis, Del.; Mr. Loucks, 
Wyo.: Mr. McMahan, S. C. 

Rates of Insurance Companies.—Mr. McMurray, 
chairman, Ind.; Mr. Caldwell, Tenn.; Mr. Smith, 


Wis.: Mr. Wade, N. C.; Mr. Fishback, Wash.; Mr. 
Beha, N. Y.; Mr. Wells, Minn.; Mr. Henry, Miss.; 
Mr. Bullion, Ark.; Mr. Squires, Calif. 


Rates of Mortality and Interest—Mr. Smith, chair- 
man, Wis.: Mr. Wilbour, R. I.; Mr. Maxson, N, J.; 
Mr. Bailey, La.; Mr. Bullion, Ark.; Mr. Hollis, Del.; 


(Continued on page 35) 
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THE VALUE OF INSURANCE 
PAPERS 
How the Trade Publications Can Be Made 
More Useful to Insurance Companies 
By GeorceE F. BARIGHT 


The reason why it has come into my mind 
to write on this topic is that, in long experi- 
ence in dealing with the insurance business 
covering a period of more than thirty years, 
I have observed that there are many truths 
which people should have told about them- 
selves, but that they are often prevented from 
a standpoint of ethics from claiming for them- 
selves. I think it is time somebody came out 
and said something for the good Insurance 
Journal. 

At that, I am not sure that this article will 
get by the editor of THE SPECTATOR; but, 
since it is on my mind, it is worth a chance. 
It may that he will O. K. this and print it 
just as it is submitted. If he does, I am 
sure the reader will remember that it is mere- 
ly the expression of an individual opinion 
and should not be regarded as either in- 
spired by or necessarily reflecting the views 
of THE SPECTATOR or any other paper. 

Every industry develops its own peculiar 
literary and journalistic mediums. Some be- 
come barnacles which survive by attaching 
themselves to the ship of progress, while 
others, with a full realization of the oppor- 
tunities for service which are opened up, 
really become constructive forces for the edu- 
cation and upbuilding of the industry. 

The insurance business has developed its 
share of weekly and monthly periodicals 
devoted to the interests of the business, and, 
with truth, it may be said that some of these 
publications the business could very well 
have done without, for they have accom- 
plished no purpose except perhaps to provide 
a precarious living for their publishers. There 
have been men who, once having rendered 
a service to the cause of life insurance in its 
early pioneer days, were able to live for many 
years upon the reputation of those services, 
and, through the publication at more or less 
irregular intervals of a journal which was 
editorially distinguished by free use of shears 
and the paste pot, they managed to get by 
by a continual reminder of past services per- 
formed. ‘They lived, but it can hardly be 
said they fattened on the proposition, for I 
never met one of these gentry whose pro- 
spectus of accomplishment was not always 
ahead of his performance and who was not 
always hard up and ready to do many divers 
and sundry things. 

But times change; men come and go and 


that which is good remains and the good 
and useful insurance publications whose pub- 
lishers and editors have sincerely and con- 
scientiously tried week after week and issue 
after issue to render a real service to the busi- 
ness; to educate, inspire and protect those en- 
gaged in it, have “carried on’’ and have pre- 
served their position and dignity, sometimes 
at very little profit to themselves. 

This is no place to mention names, nor is 
it necessary to do so, for the intelligent in- 
surance agent and insurance manager knows 
those papers which have been really helpful 
to the business in the long history of life in- 


——. 


surance effort, in the task of building up q,. 
ganizations, in the education of field meq 
and managers, in the providing of a channel 
for independent intercourse between lj 
factors of the business, in the standardization 
of operating methods and in the dissemina- 
tion of news, and the consequent unifying of 
a common interest throughout the field of life 
insurance; what would we have done without 
the good insurance paper? 

There has often been a failure to recognize 
the real weight, importance and influence of 
these journals. 

I believe that every thoughtful insurance 
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Life Insurance Agents Are 
Sellers of Estates 


Insurance agents sell estates. 
man or woman who begins to build an 
estate though the unsystematic, and 
uncertain processes of accumulation, 
or speculation, never 
looks upon the method as a spending 
one. Yet when they buy a life insur- 
ance contract which guarantees an 
estate they have acquired something 
real on easy terms. Ana itis just as 
much saving as if they had bought 
a $10,000 government bond and set 
aside a certain amount yearly until 
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manager is today realizing more than ever 
before what real helpful part has been played 
by these insurance journals in the conduct 
and development of the insurance business. 

For that reason these publications should 
be liberally supported by companies and 
agents. The companies, particularly, should 
show their appreciation of the long and 
faithful service that these publications have 
performed by substantial use of their adver- 
tising columns and subscriptions. 

Since I am deriving no personal benefit 
through the acceptance of this suggestion and 
have no financial interest in the outcome, | 
feel perfectly free to urge company officials 
of the importance of making full use of the 
opportunities offered them by the insurance 
publications; and if the tendency has been to 
maintain a super-conservative attitude toward 
them, that it is only just and fair and a proper 
recognition of faithful services well per- 
formed to loosen up a bit on the purse- 
strings whenever a careful investigation shows 
that a publication can safely stand on its rec- 
ord of accomplishment of good done for the 
industry. 

That does not mean that there should be 
indiscriminate distribution of money or pa- 
tronage. The reputable insurance publisher 
does not desire to secure his business on any 
ground but that of a fair business considera- 
tion of the value of his paper from the stand- 
point of its prestige, influence, circulation, 
reputation, age and the constructive work 
that it is accomplishing. The paper that can- 
not be gauged by this standard is not entitled 
to business. 

If I were the publisher of the insurance 
paper, all that I should ask of a company 
official would be that I should receive due 
consideration and the opportunity for a fair 
and impartial presentation of the actual work 
that I was doing for the good of the business 
in general, and of the value of my publica- 
tion as an educational, creative uplifting 
force. I should want the chance to present 
it on its merits as a newspaper and journal 
and from these angles I would expect an un- 
prejudiced estimate of my standing and value; 
and if this investigation and consideration of 
the facts warranted company support and co- 
operation on that basis, then I would expect 
that it would be given liberally and whole- 
heartedly. 

Many a contract has been given to an in- 
surance paper grudgingly and plastered all 
over with limitations when it should have been 
closed upon a basis of value received and 
service rendered, 





Every insurance paper would like to print 
interesting news and facts regarding the prog- 
ress and affecting the interests of its adver- 
tisers, not only because they are advertisers 
but because these items make up the news of 
the business and it is the function of the in- 
surance paper to record them. I have many 
times heard insurance publishers say, ““We 
would like to print more about such and such 
a company if they would only send us the 
news.” 


The influence of the good insurance paper 
is far-reaching. Its circulation goes into of- 
fices of the companies, into the hands and 
homes of insurance officials and agents and, 
through them, more or less to the public. 
Journals like THE SPECTATOR, with an in- 
ternational circulation, are also subscribed to 
by business corporations and large policy- 
holders to a considerable extent. It is, on the 
whole, a medium of communication between 
the company and the working elements of 
the profession. It is the means of interchange of 
thought between all factors of the business. 
It is the one place where the news of the ac- 
tivities of the business are recorded and may 
be found. It is the place to look for in- 
spiration in the endless task of life insurance 
presentation. In its columns will be found 
constantly articles that help and educate its 
readers. A constant reader of insurance 
publications cannot remain ignorant of the 
business. Through good times and bad it is 
published, whether its efforts are appreciated 
or not. Its publishers have a hard and end- 
less task. Their rewards are not to be 
measured by the wealth they accumulate, but 
is to be found merely, as it always is, by the 
great army of workers in the literary and 
journalistic craft, in the knowledge that they 
have been a helpful force in the business and 
have accomplished an indispensable service. 

Week after week, the editor sits at his 
desk searching through the field of life in- 
surance accomplishment for the uplifting mes- 
sage that he may carry in the columns of his 
paper, reading articles and attending confer- 
ences, that he may be successful in identifying 
himself with things that are of betterment to 
the business. He sends his paper out from 
the press every week with the hope that its 
message may be read and heeded, that its 
influence may be felt for good so that it, in 
turn, may grow in importance and thus en- 
large the scope of his usefulness. 

It is not really a selfish work, nor is it an 
especially remunerative work. It is just a 
service work and reward for it lies in the sat- 
isfaction that comes when the increasing busi- 


7 


ness in his advertising columns or increasing 
revenues from subscriptions demonstrate that 
the efforts are appreciated. That is the real 
satisfaction that a journalist gets. 

Study your Insurance Journals carefully. 
Investigate the work they are doing. If they 
are helpful, inspiring and educational, co- 
operate with them to the limit and thus show 
by your acts that you are ready to recognize 
and acknowledge with appreciation the ef- 
forts of those who are faithfully devoted to 
all that is best and most progressive in this 
great field of insurance. 





West Virginia Association of Agents and 
Uniformity Association to Confer in 
New York Soon 
After the many demands of the West Vir- 
ginia Association of Insurance Agents for a 
conference with the West Virginia Uniformity 
Association on the subject of commissions, in- 
vitation has been received from W. Ross 
McCain, chairman of the latter association to 
meet in New York on Friday, November 21. 
It is anticipated that the unnatural state of 
affairs now existing in West Virginia between 
the companies and the agents will be suspended 
for the coming week to await the outcome of 
the conference. It was recently reported that 
some of the agents who have written or tele- 
graphed their resignations to certain of their 
companies have not sent in their supplies and on 
calls from special agents of their districts to 
collect the equipment they have requested that 
it be left in the office. Apparently there are 
a great many cases of act in haste and repent 

at leisure. 


Louisville Board Suspension 

The Jefferson, Noyes & Embry Agency has 
been suspended for sixty days from the Louis- 
ville Board of Fire Underwriters for violating 
its rules in representing companies which are 
members of a group, some parties of which 
are represented in non-board agencies. The 
charge of the grievance committee recommend- 
ing suspension of the firm was presented by 
William A. Reisert, and John Porter Jefferson 
of the firm took up the defense of the agency. 

The Louisville board had only previously 
amended its constitution so that member agents 
should exclude representation from those com- 
panies that employed non-board agents or agen- 
cies elsewhere. At the time this amendment 
was adopted Jefferson, Noyes & Embry had 
contracts with the Insurance Company of the 
State of Pennsylvania and the Stuyvesant In- 
surance Company of New York and due to 
these contracts strenuously opposed the amend- 
ment on the ground that it was retroactive. 

In the answer to the charge the agency took 
the position that they refused to resign com- 
panies they had represented for nearly twenty 
years, while the board declared they must ilo 
so within the next sixty days. 
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FIFTY-SECOND ANNUAL ISSUE 


THE INSURANCE YEAR BOOK 


for 1924—1925 


pamela of the great expansion in all branches of the insurance busi- 

ness, especially in the number of companies engaged in casualty, 
surety and allied classes of insurance, and the consequent growth in the 
quantity of statistical and other data necessarily included in that great 
encyclopedia of insurance information, THE INSURANCE YEAR BOOK, 
it has become desirable to issue the Year Book in THREE VOLUMES 
embracing in all, some four thousand pages, devoted respectively to LIFE 
INSURANCE; FIRE AND MARINE INSURANCE; CASUALTY, 
SURETY AND MISCELLANEOUS INSURANCE. 


In addition to the standard statistical history a prose history of 
each company from organization to date is given, including capital 
changes, surplus contributions, dividends, changes in control, changes 
in plan, kinds of policies written, etc. 


EACH VOLUME IS COMPLETE IN ITSELF 


BRIEF OUTLINE OF CONTENTS 


CASUALTY, SURETY AND MIS- 
CELLANEOUS VOLUME 


LIFE VOLUME FIRE AND MARINE VOLUME 


Reports of Fire Insurance Companies 
—Historical Data. 


Short Rate Tables. 


Reports of Life Insurance Companies 


Reports of Casualty, Surety and 
—Historical Data. 


Miscellaneous Insurance Com- 








Statutory Requirements. 
Statistical History. 


Compendium of Official Life Insur- 
ance Reports. 


Statistics of Foreign Companies. 

Canadian Department. 

Business by States. 

Stipulated Premium, Assessment and 
Fraternal Insurance. 

Directory of Insurance Agents, Law- 
yers and Medical Examiners. 


Life Insurance Volume....... 


Casualty, Surety and Miscellaneous In- 
surance Volume............. 





panies—Historical Data. 

Statutory Requirements. 

Statistical Tables. 

Classified Premiums, Losses and 
Expenses. 

Business by States. 

Liability and Workmen’s Compensa- 
tion Insurance Laws and Statistics. 

Premiums, Losses, Commissions and 
Expenses by Classes for Four 
Years. 

Directory of Insurance Agents, Law- 
yers and Medical Examiners. 





Statistics of Fire Insurance Business’ 
Classification of Premiums and Losses. 
Retired Companies. 

Underwriters’ Organizations. 
Foreign Insurance Companies. 
Marine Insurance Data. 

Fire Departments and Water Supply. 


Directory of Insurance Agents, Law- 
yers and Adjusters. 


PRICES: 
RE $15 Fire and Marine Insurance Volume...........$15 
Either Two Volumes, ordered together........ 25 
Be pe iarere sevens 15 All Three Volumes, ordered together......--.. 35 


Sent postpaid to any address in the United States, or any country in the Postal Union (except Great Britain). on receipt 


of price; to other countries, extra cost of postage added. Customs charges added. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE 


Insurance Exchange 


PUBLISHERS 





135 William Street 
NEW YORK 
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TWENTY PER CENT COM-= 
MISSION 





s. E. U. A. Takes Action at Mid-Year 
Meeting 





NEW MEMBERS EXPECTED 


Change in Rate Thought to Remove Only 
Obstacle to Strengthening Association 
from Non-Member Ranks 
The South-Eastern Underwriters Association, 
at its semi-annual meeting held in Washington, 
Da. 
scale of 20 per cent flat to be 


last Thursday, adopted a commission 
paid agents 
of companies writing the States 
of Virginia, Georgia, Florida, North Carolina, 
A great deal 


insurance in 


South Carolina and Alabama. 
of discussion and debate from the largest at- 
tendance in the history of the organization in- 
troduced the subject in the 
though its adopticn was early anticipated, as 
the executives had deliberated upon the mo- 
tion in previous meetings. At the conclusion 


general session, 


of the executive session on Tuesday and Wed- 
nesday the association adopted the resolution in 
the following terms: 

Commissions of 20 per cent shall be provided 
on all business in the South when non-associa- 
tion companies writing a sufficient volume of 
business, which added to that now written by 
association companies will aggregate 90 per 
cent of the total premiums of the six associa- 
tion States, make application for membership 
in the South-Eastern Underwriters Associa- 
tion. 

Otherwise expressed, the association 
represents gO per 
cent of the total volume written in that district, 
commissions shall be automatically adjusted to 
the 20 per cent basis by the association. This 
being the case it is hoped with a considerable 
degree of certainty that the outstanding non- 
association companies will become members. 

It was not generally expressed what effect 
the resolution will have on the agents in the 
territory covered by the association, though the 
officials seemed most sanguine, 


when 


business in the six States 


A few mem- 
bers took occasion to predict that the action 
would terminate in a uniformity throughout 
the association territory, which has been lack- 
ing during the two years in which the motion 
has been suspended for culmination, in order 
that a program permitting the adjustment of 
commission in the six States of the organiza- 
tion could be brought about. 

The consensus of opinion concerning the ap- 
proved motion is that it is to be regarded prac- 
tically as a compromise with the non-association 
companies on rates. The 20 per cent basis is 
slightly higher than the rate which the associa- 
tion companies now pay their agents, and is 





considerably lower than that paid by the ,non- 


association organizations. 

The adoption of the resolution completed the 
transactions of importance for the meeting, 
nothing else occurring but a number of com- 
mittee reports. A representation of 134 com- 
panies from a complete membership of 137 com- 
panies attended the meeting, and it was uni- 
versally felt at the adjournment of the gather- 
ing that a beneficent step had been taken tor 
the South-Eastern Underwriters Association. 


BIG FIRES IN JERSEY CITY 
Two Losses of Over a Million Dollars 
Each 


Last Friday morning fire broke out in the 
plant of Batelle & Renwick, a large saltpeter 
concern in Jersey City, and proved te be one 
of the 
that 
City 
New York City which would normally respond 
third 
burned entirely over about two square blocks 


most stubborn fires ever witnessed in 


city. The entire department of Jersey 


was called out, and all apparatus from 
to a alarm was sent over. The fire 
with the exception of one building, the only 
one in the entire district which was fireproof, 
that of the Richards Chemical Company. This 
building was almost unharmed, the only loss 
heing a slight damage to the roof and a num- 


ber of broken windows. In view of the fact 
that the windows were not wired it 


sidered fortunate that the fire did not get in. 


Was con- 


The building was surrounded on two sides by 
the saltpeter plant, where the fire was at its 
worst. However, the fire burst upward to a 
large extent, in fact so much so that packages 
of blazing saltpeter were thrown from a quar- 
ter to a half mile away, starting new fires and 
making the fighting more difficult. 

The region of the fire was built up with 
factories and tenements, and as a result a num- 
her of families lost their homes, although not 
so many as the daily newspaper reports would 
indicate. 

Reports of the fre indicate that there were 
a number of explosions. This, however, was 
not strictly the case, as the “explosions” were 
in reality “fire pockets” or blazing gas expan- 
sions, rapid enough to cause a muffled report. 
These phenomena are characteristic of blazing 
saltpeter. Just this kind of fire was predicted 
in the latest edition of “Fire Insurance Inspec- 
tion and Underwriting,” by C. C. Dominge and 
W. O. Lincoln, who said of this chemical: 

Saltpeter, or potassium nitrate, is found prin- 
cipally in the warm sections of India where 
rain rarely falls. It is produced by the decay 
of nitrogenous substances in the presence of 
air, moisture ard alkaline earths. It is used 
in the manufacture of high explosives, gun- 
powder and fireworks, as a preservative and 
for medicinal purposes. 

Saltpeter and niter, storage and handling.— 
Like the chlorate, it gives up its orygen very 


readily and has many similar characteristics. 
In contact with any combustible matter it de- 
composes rapidly, five-sixths of its oxygen 
being available for the oxidation of combustible 
matter. Its capacity for supporting combustion 
will be appreciated when it is known that one 
volume of niter represents 3000 volumes of air 
in its power for supporting combustion. Fires 
in the empty bags in which the niter has been 
kept are therefore imminent and burn fiercely. 
In fact, in the presence of carbon (as in wood) 
niter burns stubbornly in all cases. When in 
contact with hot coals occasioned by an ex- 
ternal fire or by a fire resulting spontaneously 
it deflagrates violently. It oxidizes sulphur 
with unusual ease. 


The insurance losses are estimated not to 
have been much over $1,000,000. 

A second large fire on piers 5 and 6, Jersey 
City, Erie Railroad, totally de- 
stroyed the piers and a targe amount of mer- 
Several 


used by the 


chandise awaiting distribution therein. 
barges and some railroad equipment were also 


destroyed. 


More Time on Separation Case 

Topeka, Kan., November 17.—On account 
of the Kansas fire rate suit the Kansas supreme 
court has granted the State additional time in 
which to file the answer of the State department 
in the mandamus action brougt by the Fire- 
mans Fund of San Francisco to compel the 
State department to issue agency licenses to 
the Brier-Rice agency. This company long was 
represented in Topeka by Stephenson & Webb, 
a mixed agency. The Firemans Fund suddenly 
canceled the contract and arranged with Brier- 
Rice to take over the agency. The insurance 
department refused to issue the licenses to the 
new agents unless the company made a show- 
ing as to why it was canceling the contract, 
rather than to enforce separation. The com- 
pany then brought the suit to compel the issu- 
ance of the licenses. This is an action grow- 
ing out of the attempt of the State to pro- 
hibit the separation of Union and Bureau com- 
panies in agencies in this State. 

The suit in the district court brought by the 
agents and the Bureau and non-affiliated com- 
panies to prevent separation is set for hearing 
December 1 and probably will be heard at that 
time, after two postponements. 


Heads Topeka Board 

Topeka, Kan., November 17.—The Topeka 
Board of Fire Underwriters, one of the oldest 
organizations of fire insurance men in the State, 
has begun a new year with Holmes Meade as 
president. Mr. Meade is the senior partner of 
Meade & Meade, one of the most active fire 
organizations in Topeka. The association has 
a membership of twenty agencies and these 
write 96 per cent of the business in the city. 





Has paid losses for 
over 50 years 





J. HARRIS LENKER, President. 


City Insurance Company of Pennsylvania 


SUNBURY, PENNA. 


A strong, conservative Company, noted for 


Organized 1870 
Cash Capital $600,000 


A. F. O’DANIEL, Secretary and Underwriting Manager. 
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NOW RE4DY 


A HANDY GUIDE FOR AUTOMOBILE INSURANCE 
UNDERWRITERS, AGENTS AND ADJUSTERS 


AUTOMOBILE 
INSURANCE 


By AMBROSE RYDER 
An Expert Automobile Insurance Underwriter 
A New, Complete, Standard Treatise 


Ideal for Beginners 
A Handy Reference Work for Officials, 
Agents and Brokers 





This excellent reference and text book is written, in non- 
technical language, by the former manager of the Automobile 
Department of the National Bureau of Casualty and Surety 
Underwriters, who is now manager of the Automobile Depart- 
ment of the United States Branch of the General Accident, 
Fire and Life Assurance Corporation. He is eminently quali- 
fied, by ability and experience, to produce so helpful and prac- 
tical a book, having participated in the formulation of rules, 
the making of rates and the establishment of practices in 
automobile insurance, now in vogue throughout the United 


States. 
PRICE PER COPY, $3.75 
Discount in Quantities 


THE SPECTATOR COMPANY 


CHICAGO Publishers NEW YORK 



















WE WANT AGENTS 


to push our five-point-nine policies, 


Excellent territory. lowa, Minne. 

sota, Missouri, Nebraska and South 

Dakota. Liberal contracts for men of 
oS good reputation. 


“THE COMPANY OF CO-OPERATION” 


THE DES MOINES LIFE & ANNUITY C0, 


Address J. J. SHAMBAUGH, President 


Home Office—Register Tribune Bldg.—Des Moines, lowa 
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REACHING HIS 


FOR HIS CHILDREN 
Dad’s “‘soft spot” is his boy and his 
girl. His one big ambition is their 
education, their start in life and in 
business. 


Any Dad of a child from 2 to 14 
years of age will be tremendously i in- 
terested in the new ‘‘Child’s Endow- 
ment Policies’ of the Ohio State 
Life. 

The Ohio State Life service now 
ranges from ages 2 to 65 years, cov- 
ering the family group with few 
exceptions. 


Our agency contracts on the partner- 
ship basis will interest you. 





“SOFT “POT” 


FOR HIMSELF 
Wanted agents in Ohio, West Vir- 
gin ia, , ee. Indiana, Kentucky, 

exas and Oklahoma. 

For our new 

OHIO SPECIAL 

ACCIDENT AND HEALTH 
POLICIES 


For business and professional men, 
Complete Coverage. 
Non-Cancellable Term. 

$1,000 to $10,000 Specific Loss. 

$10. 00 to $50.00 Weekly Indemnity, 

Moderate Premiums and Liberal 

Commissions. 

Accrued indemnity payable every 
days during disability. 


Our O. S.-Li.-Co. Automobile Policy is a great door-opener. 
THE OHIO STATE LIFE INSURANCE CoO, 


John M. Sarver, President 


COLUMBUS, OHIO 





























HOME FRIENDLY INSURANCE CO. 
OF MARYLAND 


has grown so in popularity until it is now generally conceded to be 
“one of the leading Industrial life insurance companies in America” 
issuing LIFE, HEALTH and ACCIDENT Policies. 

Write for Financial Statement 


GEO. A. CHASE, President BALTIMORE, MD. 


B. L. TALLEY, Secretary 











Insurance Record, 1923 


New Insurance .. 
Insurance in Force . 


- « « $$ 96,148,025 


Increase of $58,623,876 which is 
61% of the New Business 


New England Mutual Life Insurance Co. 
BOSTON, MASSACHUSETTS 











719,421,634 
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UNITED STATES BRANCH 


110 William Street, New York 
Horatio N. Kelsey, Manager 

















EXCELLENT OPPORTUNITY 


for Reliable, Energetic men to represent us in the states 
of Illinois and Missouri with direct Home Office contracts 


Liberal policies. 


CAPITOL LIFE INSURANCE COMPANY 
OF COLORADO 


Clarence J. Daly, President 


DENVER, COLORADO 


BALTIMORE LIFE INSURANCE COMPANY 


BALTIMORE, MD. 
WILLIAM O. MACGILL, President 


Agents desiring to connect themselves with a solid and ae“ cM 


conservative Life mpueeal weno can address S. D. Pow 


THE PEOPLES LIFE INSURANCE CO. 


1, Secretary, 





of Illinois 


A Legal Reserve Co. 


Organized in 1908 


Every Desirable Provision 
Contained in our Policies 


Home Office 


Peoples Life Bldg. 
Chicago 


SEYMOUR STEDMAN, Pres. 
R .P. SHEPHERD, Ph. D., Educational Director 
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DANIEL H. DUNHAM DIES 
Long Prominent in Affairs of Firemens of 
Newark 

Daniel H. Dunham, chairman of the board 
of the Firemens Insurance Company of New- 
ark, died early Monday morning, as the cul- 
mination of a cerebral hemorrhage experienced 
last Friday, at his residence, 109 Harrison 
street, East Orange, N. J. He is survived by 
his second wife, one son, grandchildren and 
two sisters. 

Mr. Dunham was born at Basking Ridge, 
N. J., November 20, 1849. At the conclusion 
of a business course he entered a drygoods 
store, where he remained for two years, only to 
resign in 1870 when the opportunity presented 
itself to enter the Firemens Fund. His rise in 
this organization was most rapid; his first offi- 
cial promotion came with the appointment to 
the position of secretary. Later he was elected 
vice-president and in 1895 he headed the com- 
pany in which ke had started fifteen years be- 
fore. In April, 1923, he retired from the presi- 
dency and was elected chairman of the board. 
During his long administration he has taken 
a salient position in the development of the 
company from a moderately small organization 
to the head of a powerful group. 

Throughout his entire business life Mr. Dun- 
ham has been unconfined in his desire to be of 
service to his community, and it was to this 
trait that he owed his wide popularity and ad- 
miration. At the time of his demise he was 
most prominent in financial and civic affairs 
in Newark. A member of the board of direct- 
ors of the Franklin Savings Institute, the 
Y. M. C. A., the Essex and Newark Athletic 
clubs, his loss is regretted exceedingly by them. 


Mississippi Fire’s New Building 

The Mississippi Fire Insurance Company has 
started, the erection of its new home office 
building at Jackson, Miss. The contract calls 
for it to be completed and ready for occupancy 
in 175 working days. It is anticipated, there- 
fore, that the company will be housed in its 
new home by May next. The piling and 
foundation work for the new building is already 
completed, and the work upon the superstruc- 
ture has been begun. 

The building will be fireproof throughout, 
of steel and reinforced concrete, and it is esti- 


NATIONAL LIBERTY 








UNCLE SAM AND PRESIDENT COOLIDGE 


VAY 
y Keep Budgets—Why Not You? 

d 
, 
A) Vice-President-Elect Charles G. Dawes earned national acclaim by working out a budget for the United States Govern- 
Vey ment. This was adopted as the only practical plan of reducing unnecessary Federal expenditures and of knowing the 
KR} financial status of the nation. ie 
Ay | President Calvin Coolidge says that he keeps a personal budget and runs his home on that basis. He believes in it for 
AP Ay himselt and for others. Z 
YO} Business men and practical women (of large as well as of small income) have put their homes on the budget basis, or 
) 4 believe it a good thing to do so. 


be If you have found the budget system easy to operate at home, we believe a copy of the JOHN HANCOCK BUDGET 


AOU SHEETS would interest you particularly. If, like some others, you believe a budget is too much trouble, then we want 
" 4 you to see how simple is the John Hancock Budget. 

Ne This would help you to start 1925 along the right lines. Without 

hyd charge or obligation a copy will be sent on request. ; 

Ay Over Sixty Years in Business. Now Insuring Over Two Billion 

"4 Dollars in Policies on 3,500,000 Lives. LiFe INSURANCE COMPANY 
fra OF BOSTON. MASSACHUSETTS 
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mated that, with its furnishings, the new home 
office will represent an investment of approxi- 
mately $100,000. 

The officers of this enterprising company are: 
President, George A. Wilson, Sr.; vice-presi- 
dent, Judge J. Morgan Stevens; secretary, W. 
D. Mounger; treasurer, N. L. Carpenter; 
assistant secretary, E. O. Spencer. 


Peninsular Fire Annuls Court Appointment 
—L. T. Hands Named as Likely 
Receiver 

In order to nullify the order by Circuit Judge 
M. L. Dunham of the Kent County Court, 
Michigan, replacing the appointment of Henry 
A. Brink, as temporary receiver of the Penin- 
sular Fire of Grand Rapids, of which he is 
president and general manager, by the Grand 
Rapids Trust Company, the counsel for the 
hoard of directors withdrew the petition for 
dissolution which demanded a receiver. 

Some time ago the City of New York In- 
surance Company, perhaps the largest creditor 
of the Peninsular, requested a court order to 
close the affairs of the organization, which, it 
pointed out, has been in debt, practically, since 
its inception in 1918. Subsequent to the ap- 
pointment of President Brink as temporary re- 
ceiver, a number of the larger stockholders 
asked that a trust company be designated to 
assume the receivership in his stead. In view 
of the complications now arising it is antici- 
pated that the board of directors of the Penin- 
sular will request the naming of Commissioner 
L. T. Hands as receiver. 


Organized 1859 


INSURANCE COMPANY OF AMERICA 


Head Office: 709 Sixth Avenue, New York 


Western Dept., 207 North Michigan Blvd., Chicago 


Losses paid since organization over 56 millions. 


DISTINCTIVE AGENCY SERVICE IS MAKING THE NATIONAL 


°, °, * °, “, 





New Brunswick Fire to Add to Capital and 
Surplus 

An issue of $100,000 of new stock was 
authorized last week by the board of directors 
of the New Brunswick Fire Insurance Com- 
pany, New Brunswick, N. J., to increase capi- 
tal of the organization to $300,000. The new 
stock will be sold at $20 a share with a par 
value of $10, by which means an additional 
$100,000 will be secured for the surplus ac- 
count. 

This action was entirely in concurrence with 
the wishes of the stockholders who previously 
approved an augmentation of the capital, to 
become effective at the discretion of the board. 


New Multiple-Line Company 
A number of Philadelphia insurance men 
have received offers to participate in the organ- 
ization of a new multiple-line company now be- 
ing promoted in Washington, D. C., by LeRoy 
Mark, an insurance agent of that city. Accord- 
ing to the current reports and prospectus of 
the company the new organization will be an 
agents’ company with the representatives in 
control of the stock. In accordance with the 
insurance laws of the District of Columbia the 
new company proposes to write all lines with 

the exception of life and surety bonds. 


Underwriters has 
supplement to its 


National Board of 


its October, 


—The Fire 
recently 1924, 
List of Inspected Automotive Appliances, its October 
supplement to its List of Inspected Electrical Appli- 
ances, and its October List of Appliances Inspected 
for Accident Hazard. 


issued 
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# INSURANCE ISSUED 








Fire Automobile 
Tornado Windstorm 
Rent and Rental Values 





Explosion and Riot i 
Use and Occupancy 
Sprinkler Leakage 














LIBERTY AGENT THE MOST WIDELY ADVERTISED INSURANCE 








Tourist Baggage 





, MAN _IN HIS HOME TOWN. THINK IT OVER! 
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tut HAMPTON ROADS 


FIRE 4» MARINE 
Insurance Company 


NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. MoRIN, 
President Vice-Pres. and Managing Under. 
Secretary Fire Dept. 














Wilmer L. Moore, President Robert F. Moore, Secretary 


TEXAS — TENNESSEE 
WANTED GENERAL AGENTS. We are prepared to give 
attractive general agents’ contracts in the above States to 
men of experience, proven success, character and some financial 
worth, possessing executive ability and energized initiative. 
Wilfred S. McLeod, Agency Manager. 


The Southern States Life Insurance Company 
Atlanta, Ga. 














SOUTHLAND 
LIFE INSURANCE 
COMPANY 


DALLAS, TEXAS 





Insurance in Force 


Over $80,000,000.00 


HARRY L. SEAY, President 


CLARENCE E. LINZ, 
Vice President & Treas. 


P. N. THEVENET, 
Vice President & Sec. 


PAUL V. MONTGOMERY, 
Vice President & Actuary 
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A VALUABLE NEW REFERENCE WORK 


CREDIT INSURANCE 


By 
SAUL B. ACKERMAN 


Assistant Professor of Insurance, New York University 
and 


JOHN J. NEUNER 


Assistant Dean, Northeastern University— 
School of Business Administration 


A PIONEER WORK ON THE SUBJECT 
Every Company Official, Agent or Broker 
who desires to be well informed as to 
CREDIT INSURANCE 


will find in this useful reference book a vast amount of informa- 
tion, presented in a condensed and readable manner, relating 
to 





Early Development of Credit Insurance 
Fundamentals of Credit Insurance 
Analysis of Policy Forms 
Special Riders in Policies 
Adjustments 
Approved Credit Risk Policy 
Service and Collection Department 
with numerous sub-divisions under these topics. 
An Excellent Reference or Text Book for | 
All who are interested in 


CREDIT INSURANCE 


Price, per copy, $1.25 
Discounts on quantity orders. 


THE SPECTATOR COMPANY 


Sole Selling Agents (except the publisher) for the Insurance World 


CHICAGO OFFICE: 135 William Street 
Insurance Exchange NEW YORK 














1924 Edition 


NEW YORK STATE FIELD ANNUAL 


and 


INSURANCE DIRECTORY 


Containing a complete directory conveniently ar- 
ranged by cities giving name—address—companies 
represented, etc., of every agent in New York State 
exclusive of New York City and Suburban territory 
which is included in a separate volume. 


In addition there is a list of companies—field 
men, general agents and managers—digest of insur- 
ance laws—statistical tables and many other fea- 


tures making it a complete and comprehensive ref- 


erence book on Insurance in the Empire State. 


Every company executive, field man, general 


agent and local agent should have a copy. 


Price $5.00 Postpaid 


THE INSURANCE FIELD COMPANY 


Incorporated 


P. O. Box 617 Louisville, Ky. 
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NECTICUT INSURANCE 
CON ae 





Over 500 Attend Meetings at Hart- 
ford 





R. M. BISSELL SPEAKS 





James L. Case, Donald North, E. S. Doten 
and Howard P. Dunham Active in 
Sessions 
HartrorD, CONN., November 13.—The first 
insurance day ever held in Connecticut was 
observed to-day and was pronounced a great 
success. The attendance was upwards of 500 
and all the meetings were lively and interesting 
and the speakers were listened to with the 

closest attention. 

Two meetings were held in the forenoan. The 
Connecticut Life Underwriters Association met 
in the Phoenix Mutual Life Insurance Com- 
pany’s hall. President Edward 5S. Doten of 
the Association introduced Lee C. *Robens, gen- 
eral agent of the New England Mutual Life 
Insurance Company, as chairman of the meet- 
ing. Mr. Robens called upon Charles C, Gilman 
of Boston, agent of the National Life Insur- 
ance Company of Vermont, as the first speaker. 
Mr. Gilman emphasized the advantage of be- 
longing to a life underwriters association and 
told many amusing stories of his experiences 
as an agent. 

John M. Holcombe, chairman of the board 


of directors of the Phoenix Mutual, gave a 





“Superior Service Satisfies’’ 


SUPERIOR 
FIRE INSURANCE 
CO. 


PITTSBURGH 


Incorporated 1871 


A. H. TRIMBLE, President 


EDWARD HEER, 
Vice-President and Secretary 





Why not make room in your 
agency for a conservatively- 
managed, medium-sized 
American Company whose in- 
demnity, treatment of agents 
and assured, will bear in- 
spection for half a century? 


Capital.......... $ 1,000,000 


Surplus to Policy 
Holders....... 


Assets........... 


1,752,290 
4,543,938 














short address of welcome and spoke of some 
changes that have come in the life insurance 
business since he first began his service with 
the company fifty years ago. 

Paul F. Clark of Boston, general agent at 
the home office of the John Hancock Company, 
Was next introduced by Chairman Robens. His 
remarks dealt with the many problems of the 
agent in the field and his advice can be summed 
up in his injunction to “be original, be positive 
and be definite.” 

A playiet called “The Heart of the Estate” 
was presented by Charles C. Gilman and Mrs. 
Helen McDaniel of 
Sherman J. 


Boston, assisted by 
3eers of Trinity College and Mr. 


Robens. 


LocaL AGENTS’ MEETING 
There was a large attendance at the meet- 
ing of the Connecticut Association of Insur- 
ance Agents, held in the assembly hall of the 
James L. Case 


Travelers Insurance Company. 
of Norwich, chairman of the committee of 
arrangements, and past president of the asso- 
velcomed the delegates and gave an in- 
Donald 
G. North, of New Haven, secretary of the com- 


ciation, 
teresting talk. He was followed by 
mittee and president of the association. Thomas 
1). Faulkner of Hartford was elected president 
of the association for the ensuing year. 

At 12.30 the insurance men met in the ball- 
room of the Hotel Bond to partake of a com- 
plimentary luncheon furnished by the Hart- 
ford insurance companies. The large room was 
Case introduced State In- 
surance Commissioner Howard P. 


crowded. James L. 
Dunham of 
Connecticut as the presiding officer. Brief 
talks were given by James A. Beha, Superin- 


New York 


Jesse S. Phillips, formerly a New York Insur- 


tendent of Insurance of State; 


ance Superintendent, now general manager of 


the National Bureau of Casualty and Surety 


Underwriters; I. R. Jones, secretary of the 


Workmens Compensation Bureau, 


and Clarence Hobbs, formerly Insuratice Com- 


Publicity 


missioner of Massachusetts. 

At 3.15 the delegates assembled in the assem- 
bly hall of the Travelers for the afternoon ses- 
sion. James L. Case presided over this meeting. 
He first called on Insurance Commissioner 
Dunham, who spoke on “Connecticut’s Insur- 
ance Department.” He referred to the various 
problems that come before the department and 
how they are solved. Connecticut has to-day 
53 brokers. The 


5211 agents in the field, and 3 
is materially less than a year ago. 


number 
There are 334 companies doing business in 
Connecticut. He said that stability is one of 
the great things in the insurance business. 
Brief addresses were given by Edward S. 
Doten, president of the Connecticut Life Un- 
derwriters Association; 


Henry C. Seydel, 


president of the Connecticut Field Club, and 
Donald G. North, president of the Connecticut 
Association of Insurance Agents. 

Louis F. Butler, president of the Travelers 
Insurance Company, spoke on “Connecticut’s 
Contribution to the Casualty Insurance Busi- 
Mr. Butler said that Connecticut began 
the casualty insurance business in this country 


13 


ness.” 


Fire Insurance 








and has at present three of the many casualty 
insurance companies in business in this coun- 
try. Mr. Butler discussed some phases of the 
His closing ad- 
“Build not in the direction 


casualty insurance business. 
vice to agents was: 
of so many clients, but in the direction of fewer 
clients better served.” 

AGENCIES 

One important point brought out in the course 


Favors Mu cripie-Line 
of Mr. Butler’s speech was his belief in the 
value of multiple-line insurance service. The 
influence of public opinion, he stated, was tend- 
ing toward a situation wherein an insurance 
company would be enabled to write all lines of 
coverage desired by its clients and when only 
those agencies would be successful which were 
equipped to furnish all types of insurance poli- 
cies through agents who were trained to give 
“T think the day 
has come when the agent’s sign should read 


complete service on demand. 


‘Insurance’ and not some variety of insurance,” 
was Mr. Butler's observation in this connec- 
tion. 

Richard M. Bissell, president of the Hart- 
ford Fire Insurance Company, was assigned the 
subject, “Connecticut's Contribution to the Fire 
Insurance Business.” He said he would speak, 
rather on what fire insurance has contributed 
and is .contributing to Connecticut. He snid 
that the twelve fire insurance companies of Con- 
necticut have assets amounting to $239,807,550. 
They furnish employment to 2655 Connecticut 
citizens, to whom they pay out each year in 

(Continued on page 35) 


Tlericultaral 


71st 
ANNUAL STATEMENT 


JAN. Ist, 1924 


Capital........ $1,000,000.00 
Assets......... 8,296,360.91 
Liabilities..... 5,263,063.00 


Net Surplus to 
Policyholders. 3,033,297.67 


Fire, Marine, Windstorm, Automobile, 
Sprinkler Leakage, Riot, and 
Explosion Insurance 








New York State 
F. I’. Buell, General Agent, Troy 
E. J. Parmelee, S. A., Syracuse 
H. H. Porter, S. A., Rochester 
New England 
Geo. Shaw, General Agent, 116 Milk St., Boston 
H. H. Landon, S. A., Springfield, Mass. 
Middle Dept. 
E. A. Morrell, S. A., 205 Walnut Place, Phila. 
Northern New Jersey 
Jas. J. Garland, S. A.,514 Eighth Avenue, Bklyn. 
New York Suburban 
W.P.Phillips, Exec.S. A., 1506 E.17thSt., Bklyn 
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EVERY YEAR A RECORD YEAR 








Year Income Assets Paid Policyholders Since Organization 
1909 $9,248.00 $5,683.00 $722.46 

1913 $234,570.00 $55,825.00 $320,985.43 

1917 $758,923.85 $365,736.81 $1,307,881.83 
1919 $1,273,980.95 $654,673.66 $2,304 ,004.49 
1921 = $2.374,671.38 $1,499,846.33 $4,234,599.59 
woe $2,891,874.11  — $1,722,207.46  — $5,763,009.64 


2 $3,337,492.14 $2,119,695.57 $7,385,699.08 


Assurance Company 
KANSAS CITY, MO. 





Business Men’s 
W. T. GRANT, President 














NORTHERN INSURANCE Co. 
OF NEW YORK 
WILLARD S. BROWN & CO., General Managers 
1 Liberty Street, New York 


JOSEPH W. BECK, Special Agent GUSTAVUS B. HOLT, Special Agt. 
56 Richton Ave.. Detroit, Mich. 72 Kilby Street, Boston, Mass. 


FRANK G. DELA HUNT, 
Special Agent 
726 Racine Street, Milwaukee, Wis. 


W. &. RAY, Special Ageut 
Terre dae pl ae 


ERIK LINDSKOG Special Agent 


C. C. CRANDALL, Special Agent 
7 W. Lake St., Minneapolis, Minn. 


Cambridge Springs, Penn. 


RICHARD W. WETZEL 
1526 Bryden Road, Columbus, Ohio 





EVERY INSURANCE MAN | 


Who travels as Solicitor, Auditor, 
Inspector or Adjuster is 


ELIGIBLE 
Mons TO THE 


lowa State Traveling Men’s Association 


‘Oldest and Best’”’ 





Accident Insurance at Cost 
Never Exceeded $9.00 per year 
Weekly Indemnity $25.00 
Death Benefit $5,000—$10,000 





Insurance to February I, 1925, for $2.00 
Write tor Application Blank 
H. E. REX, Sec’y=-Treas. DES MOINES, IOWA 
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INSURANCE GENERAL CASUALTY 


and SURETY INSURANCE 


Workmen’s Compensation, Automobile 
Health, Accident, Plate Glass, Res- 
idence, Burglary, etc. 

Fidelity and Surety Bonds. 


GENERAL CASUALTY & SURETY CO. 


ELMER H.DEARTH, President 
606 Woodward Ave., Cor. Congress Detroit, :...ich. 


, \ GENERAL i 


AND” 


} CASUALTY \ 
SURETY | 


i 

















m=! ccident 


7 ASSURANCE CORPORATION, Ltd. 


— RICHARDSON, United Si tates Manager 


GENERAL BUILDING -4TY & WALNUT STS. 
PHILADELPHIA 


















LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL 
Organized 1855 


FIREMEN 3 INSURANCE COMPANY 


OF NEWARK, NEW JERSEY 
JANUARY 1, 1924 
Capital, $2,250,000.00. Net Surplus, $4,251,619.22 
Surplus to Policyholders, $6,501,619.22 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 
NEAL BASSETT, President 


JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 

















Great American 


Insurance Company 


am NewVork 


¥ 





Your Your 


Company INCORPORATED - 1872 Company 


STATEMENT JANUARY 1, 1924 


$12.500.000.00 


RESERVE FOR ALL OTHER LIABILITIES 


21.316,680.16 
12,465 360. sé 
46,282,041.02 


LOSSES PAID POLICY HOLDERS 


$154,469,515.82 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$24,965,360.86 


Home Ojfice, One Liberty Street 
New York City 


PAGCIFIG DEPARTMENT 
GEORGE H. TYSON, Gen’! Agent 
210 Sansome Street 
San Francisco, California 


WESTERN DEPARTMENT 
G. R. STREET, Vice-President 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, Ill. 


BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT 
NEW YORK—Ww. H. McGee & Co., General Agents, 15 William Street 
SAN FRANCISCO—George L. West, Manager, 220 Sansome Street 
CHIGAGO—Wnm. H. McGee & Co., Gen’! Agts., Insurance Exchange Bld¢- 
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FIRE INSURANCE TOPICS 
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NEW YORK SURVEYS 

Twenty-Seven Pages.—The sheets pub- 
ished by the New York Fire Patrol beginning 
with midnight of November 3 and closing with 
midnight of November 5, which covered the 
election period, numbered twenty-seven, and if 
we allow fifteen alarms to a page, that means 
that we had 405 alarms. This is modest, be- 
cause many of the pages contain more than 
ffteen alarms. With all due respect to the 
cause, etc. is not this a great indictment of a 
city where such a condition of affairs is per- 
mitted to exist? 

How Not to Do It.—A story is going the 
rounds that in a certain department (and the 
State in which the department is located shall 
be nameless) the head of the department in- 
structed his secretary to call up the president 
of a company and tell him he wished him to 
come immediately over to the office. The reply 
was that if the department had anything to 
take up with the company officials it should be 
submitted in writing. This is precisely the 
wrong way for an official of the State to do a 
thing. Probably there is an increasing feeling 
of unrest toward public officials and nothing is 
more calculated to increase that than to develop 
the impression, to a greater or less extent, that 
they feel a certain all-powerfulness and that 
it is the duty of the community to run around 
and wait upon them. Courtesy on both sides 
is what is needed and the exercise of it to the 
fullest extent is best for all parties concerned. 

What Is the Reason?—The 
for the casualty insurance courses which be- 
gan last week is very small at the present time, 
and the wonder is why with such large classes 
in fire and marine that is so. Two reasons 
probably may be advanced, but neither is satis- 
factory. The first is the tendency of the cas- 
ualty business to split into small units and 
those in a department devoted to one branch, 
as the automobile, do not seem to have any in- 
terest in the rest of the departments. The 
second is that the business itself is extremely 
new and has probably not felt the pressure for 
better trained men as much as the other 
branches of insurance. One might think that 
the tendency would be just the other way, but 


enrollment 


the fact is that the sudden growth of the cas- 
ualty business has furnished an opportunity for 
promotions and raises in salaries in a short 
space of time which it takes much longer to 
secure in the other branches, the result being 
that those engaged in it, at least the juniors, 
have a feeling that study is not worth while 
if you can do as well as you are doing and have 
not had to study in a prescribed manner. 
This, however, will pass away and it will pass 
away very much more quickly if the seniors 
urge upon the juniors the value of the classes. 

Can We Change the Attitude Toward Fire 
Waste?—The equanimity of the American 
public in the face of our enormous fire waste 
raises for consideration the 
whether our approach to the matter is right or 
wrong. Has not the time come for us to recog- 
nize that our attitude and treatment of the sub- 
ject has been fairly effective up to the present 
time, but if we are to win something more must 
be done? Are we not too complacent altogether 
in our position in regarding fire departments as 
fire extinguishing departments, whereas, they 
should be regarded entirely as fire prevention 
There is being expended on fire 


question as to 


departments. 
departments in the United States a sum of 
money amply sufficient to do thorough fire pre- 
vention work and results a thousandfold more 
beneficial to the community than we are deriv- 
ing at the present time should be received there- 
from, if we would consider such departments as 
fire prevention departments rather than fire 
extinguishing departments. In other problems 
(take the public health for example) we no 
longer consider it sufficient for the health of 
the community that we shall have good hos- 
pitals, sanatoriums, and all the other equip- 
ment, but we consider it necessary for our health 
department to steadily work toward removing 
the causes which make this machinery of hos- 
pitals, etc., necessary. It is precisely this atti- 
tude that we must take in regard to our fire de- 
partments; we must do away with the mis- 
taken idea that their purpose is the extinguish- 
ing of fires, rather than the prevention of them. 
If this transition in regard to the functions of 
fire departments is effected, it will result in a 
huge annual saving. 


CHICAGO AND THE WEST 

Auto Representatives.— The following 
have been recommended by the Western Auto- 
mobile Underwriters Conference as representa- 
tives on the actuarial and forms committee of 
the National Automobile Underwriters Confer- 
ence: H. A. Miller, Insurance Company of 
North America; alternate, W. K. Maxwell, 
Hanover, and J. V. Vail of the Hartford Fire, 
with H. G. Casper of the Westchester Fire as 
alternate. 

Hearing on Separation.—Various Chicago 
managers attended a hearing last week before 
Commissioner Wells of Minnesota in connec- 
tion with complaints filed with the department 
of that State on certain cases alleging improper 
separation methods. 

C. F. Koch Honored.—Carl F. Koch, Cook 
county manager for the National Liberty, was 
the recipient last week of a surprise dinner at 
the Atlantic Hotel on the occasion of his birth- 
day. 

Auto Club Entertainment.—Members of 
the Automobile Underwriters Club held an 
entertainment on Monday night, November 17, 
at the Rainbow Gardens. 


BOSTON AND VICINITY 

Underwriters’ Bureau Meeting.—The an- 
nual meeting of the Underwriters Bureau of 
New England will be held this Friday in the 
assembly room of the New England Exchange. 
Officers will be elected and annual reports read. 

Insurance Society Smokers—W. N. 
Bament, general adjuster of the Home of New 
York, has been obtained as the principal 
speaker for the first of a series of smoke talks 
to be held under the auspices of the Insurance 
Society of Massachusetts. 


Service Men Plead Guilty 

PHILADELPHIA, Noy. 17.—The two prime- 
mevers in the so-called “Mutual Automobilists 
Co-operative Association, Inc.,” of this city, 
have pleaded guilty to violation of the Penn- 
sylvania insurance laws in the Montgomery 
county courts at Norristown,- Pa. The two 
are Charles Hoffman and Joseph Bieder- 

The contract was sold to hundreds of 
auto owners for $39.50, under the representa- 
tion that it was liability insurance good for two 
It was not an insurance policy although 
it resembled one. It was estimated that no less 
than $1,000,000 was in this way obtained in a 
fraudulent manner from motorcar owners of 
the State. 
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years. 











INTER: OCEAN REINSURANCE COMPANY 





CEDAR RAPIDS,IOWA 
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Kitna Advertisements for December $ 


‘That Will Open the Road to New Business 
DE — 

















> 

“It's about Father-he's in the 
oe sage opie restate peheoradnn 

senile doion:.< Foot for Phaciions: ‘nachs’ Ao apersinag 











Nearly everyone needs The national adver- 
insurance of one sort tising of the A TNA 
or another. Butit Affiliated Companies 
often takes hard work is doing much,however, 
to overcome sales to interest and convince 
resistance thousands of prospects 


Which Of Course Makes [t Faster For Atna-izers 
lo Write More Policies. 


FAETNA-IZE 


WD 


ETNA LIFE INSURANCE COMPANY 


and affiliated companies 


“2TNA CASUALTY and SURETY CO. AUTOMOBILE INSURANCE CO. 
of Hartford, Connecticut 
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Royal Union Reinsures Standard Savings 
Life 

Topeka, Kan., November 17.—The reinsur- 
ance contract whereby the Royal Union In- 
surance Company of Des Moines, Ia., has taken 
over the business of the Standard Savings Life 
Insurance Company of Kansas City, Kan., has 
been approved by both the Kansas and the lowa 
departments. The Standard Savings was 
organized a little more than a year ago by M. 
C. Shurtleff, who was the president and active 
manager. The company got into trouble 
through the activities of some of its agents and 
reinsurance was the best way out of its diffi- 
culties and will also protect the policyholders. 

National Committee Appointments 

PuapeLpHiA, November 10.—The follow- 
ing appointed chairmen of committees for the 
National Underwriters 
have been announced by President John W. 
Local convention. 1925, 


Association of Life 


Clegg of this city: 
A. E. Myers, Kansas City, Mo.; publication, 
C. J. Edwards, Brooklyn, N. Y.; law and 
legislation, H. J. Powell, Louisville; salesman- 
ship, J. B. Duryea, San Francisco; relations 
with other organizations, J. K. Voshell, Balti- 
more: standardization of dues, E. B. Hamlin, 
Cleveland; educational standards, J. S. Ed- 
wards, Denver; program, E. A. Woods, Pitts- 
burgh. 


E. W. Cameron and H. W. Kavel, Aetna 
Life Agents in Minnesota 

The accident and liability department of the 
Etna Life Insurance Company of Hartford 
announces the appointment of Ewen W. Cam- 
eron and Harry W. Kavel as general agents 
for commercial accident and health, life cer- 
tificate, noncancellable and group disability in 
the northern part of Minnesota.. It is also de- 
clared that the agency recently opened in the 
Metropolitan Life building at Minneapolis will 
have equal privileges with the Minneapolis and 
St. Paul branch offices for the development of 
accident and liability lines in the above men- 
tioned territory. 

Arkansas Fears Deluge of Assessment 

Companies 

Littte Rock, ArK.—November 10.—Arkansas 
is threatened with a deluge of mutual assess- 
ment companies which are being driven out of 
Oklahoma. 
legislature of that State all the mutual assess- 


Under the new law passed by the 


ment companies must get on an adequate basis 
with reserves that will take care of their obliga- 
tions. They are given until July 1, 1925, to 
comply with this law. 
already quitting the State. 
ably comply with the law, while others are ex- 
pected to continue in business until the eXxpira- 


Some of them are 
Some will prob- 


tion of time limit and then come to Arkansas. 
National Life Association to Enter Alabama 

Announcement is made that the National 
Life Association of Des Moines, Iowa, is 
about to extend its operations to the State of 
Alabama. The State agencies will be under 
the direction of W. C. English. 


Che National Association of Life Underwriters 


Joun Witu1AM Cuieca, President, 
Sixth and Walnut Streets, Philadelphia, Pa. 


‘EORGE E. Lackey, First. Vice-President, 
921 Tradesmens National Bank Building, 
Oklahoma City, Okla. 


Joun Henry Russet, Second Vice-President, 
Pacific Mutual Building, 
Los Angeles, Cal. 


Paut F. Cuark, Third Vice-President, 
200 Devonshire Street, 
Boston, Mass. 





Epwarp Morwick, Honorary Vice-President, 
Hamilton, Ontario, Canada 


Georce D. Auper, Secretary, 
804 Continental Bank Building, 
Salt Lake City, Utah 


Rosert L. Jones, Treasurer, 
80 Maiden Lane, New York City 


Granam C. WELLs, 
Chairman Executive Committee, 
149 Broadway, New York City 


Everett M. Ensicn, Executive Secretary, 
The National Association Building, 
25 West 43rd Street, New York, N. Y. 


Mr. Arthur L. J. Smith, President, 


135 William Street, 
New York City. 


My dear Mr. Smith: 


September 4th 1924 


Since returning from our annual convention I 
have wanted to write *ni tell you that we appreciate the valuable 
information and suggestions supplied to us through your publica- 


tions. 


Through our local and national associations 
we have made great strides in educating an@ training the under- 
writer, and your publications may be of material assistance to 


us in our Work. 


With all of us pulling for more ‘mowledze, 


sSreater personal development and a truer conception of what we 


can and ought to do throuch Life Insurance, I believe the demand 
for our better insurance publications will contimally increase 


and all will profit thereby. 


oWwe/MCB 








Fables Selling in Large Orders 
The recent publication by The Spectator 
Company of William Alexander’s Fables for 
Life Underwriters and Fables for the Man in 
the Street brought immediate response from 
the companies, 6000 copies of the two publica- 
tions having been sold to one company alone. 
This order was equally divided, the 3000 copies 
of Fables for Life Underwriters being intended 
for the company’s agents, and a like number 
of Fables for the Man in the Street being 
hought for a selected list of prospects and 
policyholders. Several other large orders for 
lables for Life Underwriters include one for 
2500 copies, which will be distributed among 
the agents of the company buying them. 

The publications are worthy of the attention 
of all companies. large and small. It is con- 
fidently believed that lots of 100,000 or more 
could be distributed by some of the larger com- 
panies with great advantages to themselves. 
The fables are intended to bring out notable 
facts in a fashion which will at once arouse 
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attention. Fables for the Man in the Street 
are so cleverly devised that the ultimate truths 
of life insurance are brought home to the read- 
er-prospect in a pleasing manner which wit 
and-humor can so happily accomplish. 





Ten Years’ Growth and Waste 

In the table recently published in THE Spec- 
TATOR, showing ten years’ growth and waste of 
twenty-eight leading life insurance companies, 
the amount of new business issued by the Equi- 
table Life, of New York, during the last ten 
years should have been shown as $3,466,888,304, 
and the per cent of gain to new issues as 43.48 
per cent. The aggregate new business issued 
hy the twenty-eight companies, in the last 
decade, was $27,731,216,372, and the per cent 
of gain to new issues was 53.02 per cent. 





Mrs. Ludwig Nissen of Brooklyn, N. Y., has re- 
ceived a check for $100,000 from the Equitable Life, 
ot New York, in payment of a policy upon the life 
of Mr. Nissen. 





THE SPECTATOR 














The Life Underwriter’s Profession 


Eleventh Paper 


AN OLD CAMPAIGN 


For sixty-five years the Equitable Life Insurance Society of the United 
States has trained its agents to serve the public with intelligent efficiency; and 
for a quarter of a century it has been actively engaged in an important campaign 
the object of which has been to establish the principle that those who represent our 
life insurance companies in the field must become professional life underwriters. 


There was a time when some field men said, ‘‘Many a good salesman has 
been spoiled by too much education.’’ Although this was a fallacy, it had in it 
an element of truth; for the agent who misinterpreted the object of this training 
was in danger of boring his clients with technical information. But the agent’s 
expert knowledge is not to be passed on to his chents. Its purpose is to fit him 
for his work; to save his clients the labor of delving into actuarial abstractions; 
to enable him to think and act for them. His position is precisely like that ot 
the lawyer or physician, who gain professional knowledge to save their clients 


that trouble. 


In this campaign the Equitable has won a signal victory; for today every 
reputable company agrees that the agent must be given an insurance education. 


A NEW CAMPAIGN 


The Equitable is now active in the prosecution of another important 
campaign, in which it has the cooperation of the other representative companies. 
This campaign is in behalf of insurance payable in the form of an income in cases 
where the object is to protect the family. 


The Equitable now issues a Life Income policy, under which the beneficiary 
is guaranteed a monthly income for life. It issues a Guaranteed Investment 
Policy, which is an Ordinary Life contract coupled with a small Survivorship 
Annuity. This contract provides that the proceeds of the policy shall remain on 
deposit with the Society during the lifetime of the beneficiary, and the beneficiary 
will receive an income of 5% plus an excess interest dividend, making a total 
income, on the basis of present experience, of more than 6%. 


The agents of the Equitable are trained to advise policyholders to restrict 
their beneficiaries to one of the Income Options embodied in the contract. 

The Equitable also issues a variety of attractive policies payable in a fixed 
number of instalments; together with a variety of contracts under which part 
of the proceeds of the policy is paid in cash and the balance in instalments 
covering a period of months or years. 


The Equitable has positions throughout the United States for competent 
men to place insurance of this kind—men who have had some business success, 
but who have nothing to unlearn about life insurance. 


THE EQUITABLE LIFE ASSURANGE SOCIETY OF ThE UNITED STATES 


120 BROADWAY, NEW YORK 
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unlimited production. 


rights. 





Pittsburgh, Pa. 
General Agency of a Pennsylvania Company 
Territory unsurpassed and large enough for an 


Contract as good as the best, with exclusive 


Confidential communication invited from those 
with clean records and with ability to handle 
such an agency. Address 


Exclusive, care of THE SPECTATOR 








List of Registrants at the Meeting of the 
Association of Life Agency Officers 


The following persons were registered at the 
eighth annual meeting of the Association of 
Life Agency Officers : 

H. R. Cunningham, vice-president, Montana Life; 
Dr. J. R. Neal, secretary, Mutual Life of Illinois; 
L, S$ Lindsay, superintendent of agencies, New York 
Life; C. H. Langmuir, assistant superintendent of 
agencies, New York Life; C. J. Tuck, superintendent 
ef agencies, Peoples Life of Indiana; W. Koch, Royal 
Union; W. C. McCarten, agency supervision, Univer- 
sal Life; S. M. Cross, president, Columbia Life; C. 
W. Brandon, president, Columbus Mutual; L. Stout, 
counsel, Columbus Mutual; L. R. Campbell, superin- 
tendent of agencies, Conservative Life of Iowa; J. A. 
Sullivan, vice-president, Great Northern Life; J. H. 
Woods, advertising manager, Great Northern Life; 
R. L. Fitzgerald, supervisor of Missouri agents, Kan- 
sas City Life; W. Carlisle, agency superintendent, 
Manufacturers Life of Canada; G. P. Nourel, man- 
ager of Minnesota Department, Wisconsin Life; James 
E,. Woodward, secretary, Pan American Life; W. Rolla 
Wilson, Northeastern National; A. C. Lamb, assistant 
treasurer, Federal Life Insurance Co.; F. R. Fisher, 
agency secretary, American Central Life; Fred D. 
Strudell, vice-president, American Life Reinsurance; 
W. F. Weese, vice-president, Central Life Insurance 





A Company with Friends 
Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
years has been rendering wunexcelled 
service, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that there 
is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


Massachusetts Mutual 
Life Insurance Company 


Springheld, Massachusetts 
Incorporated 1851 














Company of Illinois; W. H. Hunt, president, Cleve- 
land Life; L. P. Brigham, superintendent of agencies, 
National Life (Vermont); Ralph H. Rice, president, 
National Fidelity Life; W. J. Wandrey, agency secre- 
tary, National Guardian Life, Madison; James L. 
Collins, vice-president and superintendent of agencies, 
New World Life, Spokane; J. J. Cadigan, president, 
New World Life; H. Manning, assistant superintend- 
ent of agencies, National Association Life Assurance 
of Canada; E. J. Carvey, supervisor of agencies, Na- 
tional Association Life Assurance of Canada; S. S. 
Wirth, State manager, National Association Life of 
Canada; G. E. Copeland, superintendent of agencies, 
National Western Mutual Life, Milwaukee; Myron H. 
Williams, assistant superintendent of agencies, National 
Western Mutual Life; Geo. R. Whitney, Sr., sales 
manager, the Midwest Life; Roy P. Cox, western 
manager, Minnesota Mutual; O. J. Lacy, second vice- 
president, Minnesota Mutual; Harold J. Cummings, 
assistant agency manager, Minnesota Mutual; J. A. 
Macfarland, assistant general manager and actuary, 
the Monarch Life Assurance Company, Canada; Oliver 
Thurman, superintendent of agencies, Mutual Benefit 
Life; Percy C. H. Papps, Mutual Benefit Life; 
Charles L. Sykes, Mutual Benefit Life; Jay Ream, 
assistant superintendent of agencies, Mutual Benefit; 
F. J. A. Reany, superintendent of agencies, Mutual 
Life of Canada; R. E. Irish, superintendent of agen- 
cies, National Life of United States of America; W. T. 
O’Donohue, secretary, Jefferson Ssandard; C. W. 
Welty, vice-president and general manager, Lamar 
Life: F. B. Mead, secretary and actuary, Lincoln 
National Life; W. T. Shepard, vice-president and 
manager of agencies, Lincoln National Life; A. L. 
Dern, superintendent of agencies, Lincoln National 
Life: V. J. Harrcld, assistant superintendent of agen- 
cies. Lincoln National Life; J. C. Graham, director 
field service, London Life of Canada; H. A. Bryan, 
vice-president, Merchants Life of Des Moines; T. B. 
Graham, assistant secretary, Metropolitan Life; J. A. 
Hawkins, manager of agencies, Midland Mutual Life; 
N. Z. Snell, president, Midwest Life; F. A. C. 
Baker, assistant secretary, Prudential; R. M. Malpas, 
president, Reinsurance Life; R. R. Lee, secretary, 
Southwestern Life of Dallas, Tex.; A. E. Awde, 
superintendent of agencies, Union Mutual Life, Port- 
land, Me.: W. J. Williams, president, Western and 
Southern Life: W. 
Mutual Life: R. F. Waring, field secretary, Acacia 
Mutual Life: F. L. Wells, assistant superintendent of 
agencies, A5tna Life; K. A. Luther, agency secretary, 
JEtna Life: M. F. Belisle, vice-president, American 
Central Life; TH. R. Wilson, vice-president, Ameri- 
can Central Life; M. G. Fuller, American Central 
Life: A. F. Lungren, field superintendent, America 
Central Life; W. H. Dallas, superintendent of agents, 
Atlantic Life; O. B. Jackman, assistant general sales 
manager, Bankers Life of Des Moines, Ia.; R. B. 


Montgomery, president, Acacia 
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Garmire, agency director, Bankers Life of Nebraska; 
A. W. Hogue, vice-president, Business Mens Assur- 
ance of Missouri; W. T. Grant, president, Business 
Mens Assurance; E. J. Montague, director of field 
service, Business Mens Assurance of Missouri; A. N. 
Mitchell, superintendent, Canada Life Assurance; A. 
G. Ramsay, superintendent, Canada Life Assurance; 
T. C. Denny, secretary and agency manager, Central 
Life Assurance Society, Iowa; A. C. Larson, State 
manager, Wisconsin Central Life Assurance Society; 
J. A. McVey, vice-president and general manager, 
Central States Life; V. F. Larson, secretary, Central 
States Life; G. C. Capen, assistant superintendent of 
agencies, Connecticut General; G. E. Risley, superin- 
tendent of agencies, Connecticut General; H. M. 
Holderness, assistant superintendent of agencies, Con- 
necticut Mutual; F. O. Lyter, agency assistant, Con- 
necticut Mutual; W. H. Harrison, assistant superin- 
tendent of agencies, Connecticut Mutual; H. H. 
Steiner, agencies, Connecticut 
Mutual; H. F. Larkin, secretary, Connecticut Mutual 
Life; H. F. Berlz, resident superintendent, Equitable 
Life of New York; J. A. Stevenson, second vice- 
president, Equitable Life of New York; B. F. Hadley, 
second vice-president and secretary, Equitable Life 
of Iowa; W. G. Fitting, agency superintendent, Equi- 
table Life of New York; H. E. Aldrich, vice-president 
and superintendent of agencies, Equitable Life of 
Iowa; R. G. Hunter, second vice-president and actuary, 
Equitable Life of Iowa; E. C. Budlong, vice-presi- 
dent, Federal Life, Chicago; L. D. Cavanaugh, vice- 
president and actuary, Federal Life, Chicago; G. Bar- 
more, vice-president, Federal Life, Chicago; F. H. 
Sykes, vice-president and manager of agencies, Fidelity 
Mutual Life; J. D. Looney, agency superintendent, 
Franklin Life; J. W. Jones, agency director, Frank- 
lin Life; F. MacCharles, actuary, Great West Life, 
Minn.; J. A. McLain, assistant superintendent of 
agencies, Guardian Life of America; T. L. Hansen, 
vice-president, Guardian Life of America; J. W. 
Stevens II, assistant to vice-president, Illinois Life; 
J. O. Gallon, supervisor agency department, Imperial 
Life Association of Canada; G. H. Hunt, superintend- 
ent of agencies, Imperial Life Asscciation of Canada; 
A. V. Mozingo, superintendent of agencies, Jefferson 
Standard; H. W. Anderson, assistant superintendent 
of agents, Mutudl Trust Life; G. Graham, vice-presi- 
dent, Central States Life, president, American Life 
Convention; J. D. Van Scoten, vice-president, Stand- 
ard Life of America; L. J. Dougherty, secretary and 
general manager, Guaranty Life, Davenport, Ia.; F. 
W. Engel, agent superintendent, Franklin Life; A. R. 
Thompson, associate actuary and assistant secretary, 
Federal Life; E. C. May, president, Peoria Life; O. 
C. Artman, special agent home office, Wisconsin Life; 
P. L. Idleman, Western Union Life; M. Creagen, 
Western Union Life; C. B. Svoboda, secretary, Cedar 
Rapids Life; J. G. Sigmund, vice-president, Cedar 
Rapids Life; P. McNamara, superintendent of agen- 
cies, North American Life, Chicago; E. S. Ashbrook, 
vice-president, North American Life, Chicago; H. G, 
Royer, president, Great Northern Life, Chicago; G. S. 
Galloway, general manager, American Service Bureau; 
4. C. Louette, manager of agencies, Peoples Life, 
Indiana; J. F. Egan, superintendent of agencies, Stand- 
ard Life; J. Clark, assistant superintendent, Union 
Central Life; C. Hommeyer, superintendent of agen- 
cies, Union Central Life; E. E. Reed, second vice- 
president, United Life and Accident of Concord, N. 
H.; W. J. Arnette, vice-president, Volunteer State 
Life; O. Longpap, manager of agents, West Coast 
Life; G. Thomson, vice-president, West Coast Life; 
R. M. Beckley, superintendent of agencies, Western 
States Life; W. P. Haley, branch manager of Des 
Moines, la., Western Union Life; T. R. Uncapher, 
vice-president and general manager, Western Union 
Life; R. E. Sweeney, assistant agency manager, State 
Life; J. H. Eteson, assistant superintendent of agen- 
cies, State Mutual Life; S. Ireland, superintendent of 
agencies, State Mutual Association Life; J. W. Simp- 
son, superintendent of agencies, Sun Life of Canada; 
W. S. Penny, inspector cf agencies, Sun Life of 
Canada; G. H. Harris, superintendent of field service, 
Sun Life of Canada; H. H. Armstrong, superintend- 
ent agencies, Travelers; J. W. de Forest, agency assist- 
(Continued on page 35) 


superintendent of 


Life Insurance 





HEADS AGENCY OFFICERS 


Oliver Thurman Elected Chairman for 
Ensuing Year 


AGENCY GROWTH DISCUSSED 





Also Talk Over Methods of Obtaining New 
Business Through ‘Old Policyholders 


The final session of the annual meeting of 
the Life Agency Officers Association was held 
on Wednesday last at the Edgewater Beach 
Hotel in Chicago, with the chairman, L. Seton 
Lindsay presiding. The report of the executive 
committee was rendered, naming Oliver Thur- 
man, of the Mutual Benefit Life, chairman for 
the ensuing year. Mr. Thurman has been very 
prominent in the Life Agency Association for 
a number of years and his election was a very 
popular one. He combines a charming and 
gracious personality with an exceptional abil- 
ity which has endeared him to his confreres. 
His efficient work and :executive capabilities 
have been outstanding in the progress of the 
association. His achievements in the organiza- 
tion and in conduct of the Life Insurance Sales 
Research Bureau have gone far in making this 
bureau one of the most successful, practical 
and valuable appendages to the life insurance 
business. Charles Hommeyer, of the Union 
Central Life of Cincinnati, was elected vice- 
chaitman. Mr. Hommeyer is an experienced 
student of agency methods whose ability is rec- 
ognized by all who are conversant with the 
successful agency organization of his own com- 
pany and by his contributions to the work of 
the Life Agency Officers. Loriman P. Brigham, 
of the National Life of Vermont, was re-elected 
secretary and treasurer. Mr. 
cient conduct of this office during the year past 
was appreciatively expressed by Chairman Lind- 
3righam 
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Brigham’s_ effi- 


say whose remarks in praise of Mr. 
were heartily endorsed by the delegates present. 

The subject of the discussion at this session 
“What Makes a Insurance Agency 
with the sub topics “Our Most Suc- 
“Utilizing Our Old Policy- 
Way to Wake Up 


Hastings 


was Life 
Grow >” 
cessful Agency ;” 
and “The 

Territory.” 


holders,” 3est 
Backward 


opened the discussion with a talk in which he 


Glover 


outlined the progress of some of his most suc- 
cessful agents. He stated that the principle of 
life insurance was service, and that those agents 
who based the conduct of their agencies and 
general agencies on this broad principle had 
taken an important step towards success. W. HH 
Dallas of the Atlantic Life gave examples of 
agents who had won advancement both in com- 
pany affairs and in personal fortunes and dis- 
cussed the varying methods adopted by differ- 
ent progressive general agencies. George H. 
Baker, who admitted to many years of service 
at the home office of the Prudential gave an 
interesting account of that company’s methods; 
he also spoke of the value of service in the 
upbuilding of companies and agencies. Tle 
extended a hearty invitation to the company 
managers to visit his home ‘office where ever 
effort would be made to render them any assist- 


ance possible. He felt that the problems of the 
smaller companies of to-day had been the prob- 
lems of the Prudential in years past and that 
it might be helpful to these companies to know 
how the Prudential met these problems as pre- 
sented. Gordon Ramsay, of the Canada Life, 
spoke of the circularization by agents of policy- 
holders regarding their policies, in which alter- 
ing circumstances might make certain changes 
desirable. 

The second topic, that of Utilizing Our Old 
Policyholders, was introduced by George I. 
Copeland, of the Northwestern Mutual Life. 
He stated that slightly over 50 per cent of the 
new business written by the Northwestern 
Mutual in 1923 was obtained through old pol- 
icvholders. The importance of placing a stand- 
ard of the agency staff on a very high plane 
was a vital necessity. Ile strongly urged the 
companies to pay more attention to the char- 
acter of their agents and said that he looked 


forward to the time when the agency contract 
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would have a definite money value. The North. 
western Mutual has established an educational 
department for policyholders and has. place 
John P. Davies at its head. Mr. Davies oy. 
lined the work of his department and stateg 
that service to policyholders should not be alone 
at the time of sale or termination of the cop. 
tract but should be a continued effort of assist. 
ance. 

George A. Harris, of the Sun Life of Canada, 
recounted his experiences in waking up back. 
ward territories giving many interesting eXpe- 
riences in this connection as to the value of 
visiting old clients. Definite direction rather 
than suggested plans are most necessary from 
agency managers. He said that the agency 
manager should give complete illustrations of 
how a sale was actually made rather than a 
talk on the principle of selling. An agent will 
remember a story and forget the principle, 
concentrate on sales talks 
Stories must be made | 





Managers must 


definitely directed. 








Missouri sal 


, “Show 








by France on the ground of 
La Salle 1681-82. 


woodsmen and river boatmen. 


through swamp and wilderness 


Soldiers from Missouri 


history making. 


The famous 
have an important part 


souri’s prosperity. 


income, 


The “Show Me” State 


Missouri became a part of the United States with 
the Louisiana Purchase, it having been claimed 
the discoveries of 


It did not become a state until August 10, 1821. 


The early Missouri settlers were picturesque back- 
No sturdier group of pioneers ever blazed the trail 


played an 
part in the Mexican War, and Missouri in the days 
preceding the Civil War was a constant center of 


Missouri Compromise will always 
n American History 


Agriculture, manufacturing, lumbering and min- 
ing, all have an important part in building Mis- 





Royal Union Life 


Insurance Co. 


KANSAS CITY BRANCH OFFIC 
801 Orear-Leslie Bldg. 
Kansas City, Mo. 


important 


A. P. Osborn, Branch Manager 
E. G. Mercer, Cashier 





This diversity of interests stabilizes labor and 











Paid to Policyholders 
Insurance in Force - - Over $125,000,00l 


- Over $ 17,000,000 8 
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- North. capable of practical application. Knowledge Unemployment Insurance Agreement 
cational alone will not make a successful agent or agency Members of the New York Clothing Manu- 
- Placed manager but the interpretation of that knowl- facturers Exchange are reported to have put 
1€s out. edge to the public will bring applications to the into effect an unemployment insurance agree- 
1 stated ae office and credit both to the agent and the ment. It is similar to a plan which has been 
De alone superintendent. in force in Chicago for the past year. It calls 
he con- The meeting was concluded with the fare- for the establishment of a fund equal to 3 per 
f assist. well address of Chairman Lindsay, who spoke cent of the total payroll of the industry, con- 
in an optimistic vein of “the good times” now tributed in equal amounts by employers and 
Canada, on the threshold of our country and counseled employees. It will be effective in all union 
D back. the life insurance men to be ready to take ad- shops. The management of the fund will be 
& expe- vantage of the wave of prosperity indicated in entrusted to seven trustees, three selected by 
alue of every line of business, but more so than others, the Union, three by the Exchange, the seventh 
| Tather the insurance business. to be the Impartial Chairman of Industry. 
y from New officers were then introduced and in a 
agency few words Mr. Thurman, tiie new chairman, ' 
ions of thanked the members for the honor they had Superior Life and Accident Moves 
than a done him and assured them that he would make INDIANAPOLIS, INpD., November 15.—The 
ent will every effort to conduct the affairs of the Life Superior Life and Accident Insurance Com- 
‘inciple, Agency Association in such a way that no one pany, which has been located in the Pythian 
3 talks would regret the selection. His reply to the building here for sometime, has just moved into 
made | introduction drew. much appreciative applause. larger quarters at 309 North Alabama street. 
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dg which keeps “business good. 

. Royal Union agents at least are finding Missouri an ever 
increasing source of pleasure and profit. 

[anager 
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and We Did 


The American public for years has 


intelligence and foresight of Missouri citizens by calling 


it the ‘‘Show Me’’ state. 


That discriminating Missourians have been pleased with 
Royal Union policies and Royal Union service is best shown 
by $16,000,000 of Royal Union Life Insurance upon the 


lives of Missouri citizens. 


Though the spirit of ““Show Me” makes for carefulness— 


they are quick to recognize merit. 


This great state ranking high in agriculture, manufactur- 
ing and mining, offers a diversity of occupation and income 


ALDICRA 


ROYAL UNION LIFE 


INSURANCE COMPANY 


Des Moines, Iowa 


complimented the 


0,000 
9,000 


.C. Tucker, President Wm. Koch, Vice President 
D. C. Costello, Secretary 
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DECRIES PRICE PEDDLERS 


R. W. Stevens Warns Agency Officers 
of New Trend 


SEES END OF REAL BUSINESS SERVICE 


Says Cost of Policy Is Controlling Factor 
in Gaining Applications for Life 
Insurance 


In a talk made at the banquet of the Life 
Agency Officers Association, held in Chicago 
last week, R. W. Stevens, president of the 
Illinois Life Insurance Company, of that city, 
made some interesting remarks as to the trend 


of modern life insurance selling. His address 


follows: 


It is the common fashion when addressing 
life insurance men to plaster them with plati- 
tudes on the nobility of their profession, to talk 
about twisters and the great benefits that would 
come from the passage of so-called agents’ 
qualification laws. Without intending any re- 
flection upon those speakers who are moved to 
say the things which they think you most like 
to hear, I am going to say briefly something 
which I think vou ought to hear and think 
about whether you all like it or not. 

Within recent years there has been developed 
a species of life insurance peddler which if 
permitted to increase may soon set at naught 
all the laudable efforts that have been and are 
now being expended to place life insurance 
service on the plane of the professions. 

The extension of the benefits of life insur- 
ance like the extension of the benefits of the 
church and the Christian religion have always 
been dependent and always will be dependent 
upon a militant organization of earnest and 
enthusiastic men who either for hope of finan- 
cial reward or of heavenly favor labor to over- 
come men’s prejudices and make them embrace 
the principles which they expound. It is not 
easy to make new converts to life insurance 
or converts to an adequate amount of life in- 
surance protection. A man of more than ordi- 
nary talents, enthusiasm and vision must be 
employed to educate men to the big service that 
life insurance can and does render to humans 
and human affairs. 


ReAt Lire INSURANCE SERVICE DESIRABLE 


Without the creative, constructive and com- 
prehending life insurance advocate there can 
be no material extension of life insurance ser- 
vice. No life company executive who knows 
enough about our business to be entitled to 
draw a salary from it will dispute that state- 
ment. 

Until within comparatively recent years, the 
rates of premium charged by the various com- 
panies were practically the same and the com- 
pensation for the placing of policies was not 
materially different. The contest for business 
was staged on service and returns to the policy- 
holder. Agents were becoming skilled ad- 
vocates of the doctrine of life insurance and 
the difference in the service to be rendered, not 
the difference in the initial premium to be paid, 
was the deciding point in the prospective ap- 
plicant’s mind when his patronage was sought 
by competing agents, and it is not amiss to say 
that the comparative business standing and 
reputation of the agents was frequently a decid- 
ing factor. 

To-day a changed condition confronts the 
insurance agent and the insurance applicant. 
Price not service or the ability and probity of 
the agent is becoming a controlling factor in 
(Continued on page 35) 
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Automatic Treaties at Mutually Profitable Rates 


EMPLOYERS INDEMNITY CORPORATION 


E. G. Trimble, President 


KANSAS CITY 


CHICAGO LOSANGELES NEW YORK 
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(IN PRESS) 


CUTTING THE COST of AUTO 
INSURANCE IN HALF 


By HERMAN A. BAYERN, Specialist in Automobile Insurance 


Writing Casualty Insurance 
Fidelity and Surety Bonds 


In this booklet is convincingly set forth the necessity for 
insurance of various types to protect the automobile owner. 
The risks he incurs through the ownership and operation of a 
motor car are graphically described, many of them being 
emphasized by 


Photographs of Newspaper Clippings Telling of Lawsuits 
and Judgments for Large Amounts 


due to automobile accidents, proving the need for considerable 
lines of liability and property damage insurance. 

Companies and general agents writing motor vehicle insur- 
ance are ordering this booklet in quantities to supply to agents 
and brokers. 

EVERY AGENT AND BROKER 
who sells automobile insurance needs copies of this valuable 


book to show or present to prospects who do not realize the 
financial danger involved in automobile ownership. 


PRICES 
Per copy, paper binging. ....<<...66 5 bocce cece cwsces $1.00 
Per copy, fabrikoid binding...................... $1.50 


Discount in quantities 


THE SPECTATOR COMPANY 


Publishers 
CHICAGO OFFICE: 135 William Street 
Home Office: DAVENPORT, IOWA Insurance Exchange NEW YORK 
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NON-ASSESSABLE POLICIES 





Illinois Reciprocals Waive Even That 
Safety Factor 


NO RESERVES REQUIRED 





Claims of Policyholders Must Be Satisfied 
from Exchange Funds 

In recent days a number of reciprocal or in- 
ter-insurance exchanges writing a casualty busi- 
ness have appeared on the scene with a SO- 
called “non-assessable” policy with the obvious 
intent of creating the impression that here is 
something more desirable for the seeker of “at- 
cost” insurance. Here, they say, is just an- 
other feature of the policy contract which 
makes it more worth while. An analysis of 
the “non-assessable” policy will reveal the con- 
trary. In the first instance there are no speci- 
fied reserves demanded by the Insurance De- 
partment of Illinois as a requisite to issuance 
of same. All that is necessary is for the 
reciprocal to state in the power of attorney 
that the policy is non-assessable. That is the 
only requirement insisted upon by the Illinois 
Insurance Department. There is no specifica- 
tion as to reserves. This, then, is the basis on 
which the department “permits” reciprocals to 
write non-assessable policies. Such a policy 
issued is simply a recognition of an argument 
which the reciprocal interests recognize has 
the greatest of weight in competition. Cer- 
tain officials within the inter-insurance sys- 
tem itself have realized this to be a departure 
from the fundamentals of the “at cost” plan. 

The “non-assessable policy” in reciprocal in- 
surance means simply that the policyholder 
must at all times satisfy his claims out of the 
funds that are on hand at the exchange and 
that the exchange has not even the dubious 
value of assessment liability as a contingent 
asset. Recognition of the foregoing is con- 
tained in a clause which one of the reciprocals 
has inserted in its policy contract; “Anything 
herein contained to the contrary notwithstand- 
ing, no assured at said exchange shall be re- 
quired to pay more than his premium for his 
policy to cover his liability for all losses and 
expenses ; no assured shall be required to pay 
any assessment levied by said exchange, and 
no assessment shall be levied by said exchange 
against any of said assured in any event; all 
assured at said exchange shall be required at 
all times to satisfy all their claims against said 
exchange and against the other subscribers 
thereat, entirely out of the funds and property 
of said exchange, and in no other manner; it 
is agreed that every policy issued by the ex- 
change contains a provision exactly the same 
as the provision contained in this paragraph.” 
This in effect means that if there is little on 
hand at the exchange the policyholder will get 
little and if there is nothing he will get abso- 
lutely ncthing in settlement of his claim. 

The Fort Dearborn Casualty Underwriters, 
for which John L. Walker Company, Inc., is 
attorney-in-fact, has recently commenced the is- 
suance of a “non-assessable” policy. The 


Motor Vehicle Underwriters is another. There 
are besides numerous others. 





Western Travelers Accident Moves to 
Los Angeles 

Los AnceLEs, Cat., November 7.—The West- 
ern Travelers Accident Association, whose 
home office heretofore has been at Omaha, 
Neb., since its organization in 1892, has moved 
its home office to Los Angeles and is domiciled 
at 1015-1010 Commercial Center building, Sev- 
enth and Spring streets. 

The Western Travelers was licensed to trans- 
act accident business in California in September 
of this year, and immediately following the 
granting of the license began preparations to 
move to Los Angeles. 

Secretary W. H. Butts is in charge of the 
new home office and rapidly is getting the office 
back to normal following the transfer here. 


Bulletin on Druggists’ Interinsurance 

The call for the Michigan Association of In- 
surance Agents’ service bulletin dealing with 
druggists’ interinsurance was so lively that 
George Brown, director of the association’s pub- 
licity department, had to get out an extra edi- 
tion. 

The subject of the bulletin is that part of a 
report made to the convention of the Whaele- 
sale Druggists Association at Atlantic City last 
September by the association’s fire insurance 
committee, referring particularly to agency 
service. It was a complete reversal of the 
practice of men in the drug business who for 
many years have been stronger for interinsur- 
ance than even the lumbermen or the hard- 
waremen. 


Plate Glass Situation Troublesome 


Cuicaco, Itt., November 17.—The plate 
glass problem in Chicago, which had been 
thought settled some months since, is again to 
the fore. The Chicago Casualty Underwriters 
Association had worked out a plan with the com- 
pany organization which it was believed pro- 
vided a solution; brokers and agents were to 
be paid 25 per cent; general agents were to be 
paid 35 per cent. A company was to be per- 
mitted four general agents or three general 
agents and a branch office. 

Charges are now being made that some of 
the companies are paying brokers and agents 30 
per cent. 


Queensboro Title & Mortgage Co. in 
Organization 


The Queensboro Title & Mortgave Company 
of Corona, New York, is being organized to 
insure real estate titles under Article 7 of the 
State insurance law. 


—The Utica Mutual of Utica, N. Y., is seeking ad- 
mission into Virginia for the purpose of writing sundry 
casualty lines, including compensation insurance. 

—Abstracts of F. Robertscn Jones’ arguments against 
monopolistic State workmen’s compensation funds, 
made before the Royal Commission of the Province of 
Quebec, have been issued in pamphlet form. His 
reasoning and citations make a strong case against 
monopolistic State funds, 
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RECIPROCAL’S OFFICE CLOSED 
Fidelity Burglary Underwriters of Dan- 
ville Leaves Behind Disappointed 
Claimants 

Cuicaco, Itt., November 17.—The Fidelity 
Burglary Underwriters was a reciprocal ex- 
change, located at Danville, Ill., writing, as it 
name would indicate, burglary insurance. 

For this reciprocal the Brokers Insurance 
Agencies, Inc., with which A. A. Bastian was 
connected, were general agents. The offices 
of the general agency firm in the Webster 
building have been closed for several months 
by the management of that structure for failure 
to pay rent. 

Mail addressed to the Fidelity Burglary Un- 
derwriters at Danville has been returned, 
“opened by mistake.” The reciprocal has 
passed from the scene, leaving behind a number 
of “policyholders” who have been duped by the 
illusory system of inter-insurance. 

A. A. Bastian, who was apparently the fact- 
otum of the Brokers Insurance Agencies, Inc., 
having countersigned their policies as general 
agent, is at the present time connected with 
the Metropolitan Automobile Service Corpora- 
tion at 608 South Dearborn street. 

On April 28, 1924, William Jacobson, 1447 
West Madison street, Chicago, paid to this 
Fidelity Burglary Underwriters or burglary 
reciprocal the sum of one hundred dollars pre- 
mium for twenty-five hundred dollars insur- 
ance, the policy period extending to April 28, 
1925. On June 12 the establishment of Mr. 
Jacobson was burglarized and a claim was filed 





SOUTHERN 
SURETY CO. 


Home Office, Des Moines, Iowa 





Statement as of 
December 31, 1923 


(Condensed from Statement of 
U.S. Treas. Dept.} 


Admitted Assets...... $6,595,010 
tae areas . 1,000,000 
ee 608,817 


Twelve Years of Steady Growth 
Prompt and Dependable Service 
to Both Patrons and Agents. 





We Solicit and Write: 


Surety and Fidelity Bonds 
Accident and Health 
Plate Glass 
Workmen’s Compensation 
Employer’s and General Liability 
Burglary andAutomobiile Insurance 
Credit Insurance 





Let the Southern Serve Yoi, 
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The Chicago Evening Post for the past four years has 


Insurance Advertising led all Chicago newspapers in insurance advertising, 
and in 1923 it carried more than seven times as 


In Chicago much as its nearest competitor. 


The Chicago Evening Post carried 161,714 lines more than all the other Chicago papers shown on the fol- 
lowing list combined, both morning and evening. 


The Chicago Evening Post carried 205,186 lines more than all the other Chicago evening papers combined. 
Here are the figures: 


POST ooo ccceceee, 226,487 lines 


BN. ka eicncenneex a Sada ceee end ee oben oxaaws oer 29,383 ‘ 
NR ki oe adi eas sewed eas cheba deka epeee ene 14,089 gs 
a shes eave: w dete gd acy a Ble Ae we A hs He Bde me 6,482 = 
ON i. 05 4 2 oRE EMER RON ES Ae hee eee Rae eae 4,460 - 
ee PO ee Pee ee ee ee ee eee ee er 10,359 : 


THE CHICAGO EVENINC POST publish from one to two pages of Insurance News of an educa- 
tional nature every Monday. 


On December 31st a special Insurance Review of the year 1924 will be issued, with a circulation 
of a national character. 


Advertising space and articles in review of various companies should be reserved by November 
25th to insure good position. 
Address: FRANK F. LOOMIS, Insurance Editor, 
CHICAGO EVENING POST, 
Chicago, Illinois 
It Pays to Advertise in a Newspaper Read by the Class 
of People Financially Able to Become Good Customers 


These figures supplied by the Advertising Record Company, an Independent Audit Company 
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AND CHRISTMAS! 


Christmas, the most generous season of the 
year, may be linked up with profit to the mission 
of your business. 


Now is the time to write those Christmas 
policies for making certain the tinseled tree in 
future years and for proving the enduring love 
of the father for his family. 


A Christmas policy application and a special 
policy jacket, gay in the colors of the holly 
bough, are issued by The Lincoln National Life 
for its agents as another aid in getting the busi- 
ness. 


| ammonia 


The Lincoln National Life 


Insurance Co. 








“Its Name Indicates Its Character’ 


Lincoln Life Building, FORT WAYNE,IND. 





Now More Than $325,000,000 in Force 
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INSURANCE COMPANY 


AMERICAN 
AUTOMOBILE 


Home Office, Pierce Building 
ST. LOUIS 


Chas. W. Disbrow, President 





‘SAll Kinds of Insurance 
on Automobiles’’ 











by Mr. Jacobson for the loss of two bolts of 
woolen cloth, the approximate value of which 
amounted to sixty dollars. Mr. Jacobson imme- 
diately communicated with the Fidelity Burg- 
lary Underwriters of Danville and could get 
no response other than his letter was returned 
“opened by mistake.” 

The Fidelity Burglary Underwriters was not 
licensed by the Insurance Department of IIli- 
nois, and hence filed no statement of assets or 
liabilities. The policy was signed, Fidelity 
Burglary Underwriters, Fidelity Insurance 
Agency, attorney-in-fact, by H. V. Robertson. 
Just what Mr. Jacobson or other policyholders 
can do in circumstances like this is not made 
clear by the Illinois Insurance Department be- 
cause, as the department states, it has no 
jurisdiction over such because of it being un- 
licensed. 


Chicago Surety Ass’n Nominees 

Cnicaco, Itt., November 17.—The nominat- 
ing committee of the Surety Underwriters Asso- 
ciation of Chicago has selected a ticket to be 
voted on at a luncheon at the Brevoort Hotel, 
November 25, including the following: Presi- 
dent, A. C. Arnold, Indemnity Insurance Com- 
pany of North America: vice-president, W. H. 
Hansmann, Fidelity and Deposit; secretary, A. 
F. McCarthy, Massachusetts Bonding and In- 
surance; treasurer, W. O. Schilling, United 
States Fidelity and Guaranty; executive com- 
mittee, A. C. Arnold, Indemnity Insurance 
Company of North America: J. L. Maehle, 
American Surety; R. EF. Cline, 7Ztna Casualty 
and Surety; W. G. Kress of Conkling, Price 
& Webb; T. W. Thompson, Hartford Accident 
and Indemnity; W. W. Steiner, Globe In- 
demnity, W. L. Wilder, Fidelity and Casualty 

Joins Staff of Metropolitan Casualty 

W. 'R. Van Valkenburgh, of the claim de- 





partment of the Travelers Insurance Company 
of Tartford, has resigned his position in that 
branch to accept the post of superintendent of 
the claim department in the New York branch 
of the Metropolitan Casualty Insurance Com- 
pany. He has a large and varied acquaintance 
in New York, having held various insurance 
connections there previous to his position with 
the Travelers. He will assume his duties imme- 
diately upon arrival in New York. 


WILLIAM B. JOYCE TO TAKE REST 
National Surety Executives Honor Head of 
Board on Eve of Departure 

William B. Joyce, chairman of the board 
of directors of the National Surety Company, 
has been prevailed upon to take a six months’ 
leave of absence, following a very strenuous 
period of activity in behalf of’ the company. 
This is the first long vacation that Mr. Joyce 
has ever taken during a period of over thirty 
years as head of the company. The directors 
persuaded him to take this one in the fear that 
his health might break down if he continued 
longer at his present pace, although at the mo- 
ment he is in excellent health. 

Mr. Joyce will, according to his custom, spend 
his vacation at his palatial home in Beverly 
Hills, Cal. 
tives of the organization, numbering about 125, 
gave him a farewell dinner at the Hotel Plaza, 
New York, last Monday evening. About twen- 
ty-five guests were also present. 


Prior to his departure the execu- 


John L. Mee, vice-president and superintend- 
ent of agencies, was toastmaster at the dinner, 
and I. A. Collins, assistant secretary in charge 
of direct-mail advertising, was master of cere- 
monies. Mr. Joyce was eulogized by no less 
than fourteen speakers. E. A. St. John, presi- 
dent of the company, was followed by Joel 
Rathbone, vice-chairman of the board, and E 
M. Linville, president of the New York In- 
demnity Company. Others speaking were: 
Newton P. Stewart, president of the National 
List: IX. M. Treat, vice-president in charge of 
the credit department; John A. Cochrane, vice- 
president in charge of the forgery bond depart- 
ment; Charles B. Decker, vice-president in 
charge of the fraud bond department: John J. 
Seibels, agent at Columbia, S. C.: E. H. Drake, 
agent in Brooklyn; Charles H. Fagg, associate 
manager at Detroit, Mich.; H. J. Lofgren, vice- 
president and counsel; M. O. Garner, general 
solicitor, and Francis M. Hugo, vice-president. 

Mr. Joyce, in responding, emphasized the 
point that every one present had fully as much 
ability as himself, and that they lacked only 
the realization of it to put them on top. A 
little added initiative plus real deep thinking 
would, be said, make any man in the room a 
dangerous contender for his position. 

I-xcellent entertainment was given during the 
dinner. 
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THREE-MILLION DOLLAR ASSESSMENT 
Courts Orders Associated Employers to 
Make Largest Levy 

Cuicaco, Itt., November 18.—The largest 
assessment ever levied by a reciprocal insur- 
ance institution has been levied by the receiv- 
ers and the substitute attorney-in-fact for the 
Associated Employers Reciprocal under the 
court order of Federal Judge James H. Wilker- 
son. In the aggregate the levy is expected to 
reach $3,000,000, or perhaps even more. In the 
court’s order it is unmistakably shown that 
the subscribers have to pay an amount ade- 
quate to restore their surplus accounts to one- 
half the annual earned premium. With this to 
meet and a deficit in excess of $2,000,000 it is 
estimated that the assessment will hit the $3,- 
000,000 mark. 

In his notice making the demand on sub- 
scribers for the assessment W. T. Irwin, sub- 
stitute attorney-in-fact, admits that the impair- 
ment or deficit amounts at the present time to 
$2,019,605.18. He states furthermore that the 
free surplus of the exchange is exhausted. 





Compulsory Auto Liability Liable to Come 
Up in Wisconsin 

Mapison, Wts., November 19.—Besides codi- 
fication of the insurance laws of the State, 
three important insurance measures are likely 
to come before the legislature. One is a plan 
to compel all automobile owners in the State 
to take out liability insurance. Under present 
conditions, it is pointed out, the victim of an 
automobile accident may be unable to collect 
damages because the owner or driver has no 
money. If the measure is enacted into law, 
damages always will be collectible regardless 
of the motorist’s financial condition. 

Another proposal is group insurance for 
Wisconsin National Guardsmen. The insur- 
ance, presumably, would be taken by companies, 
and the insurer, under the plan, would be the 
State life insurance fund. A third insurance 
bill would raise the $10co limit on State life 
insurance to $2000. 


Reciprocal Subscribers Sued for $68,000 

Cuicaco, Itt., November 17.—‘‘At cost” or 
reciprocal insurance has again taken its toll. 
This time in Indiana. The Indiana Employers 
“Reciprocal and the Indiana Coal Operators 
Reciprocal were two of three exchanges merged 
into the Mid-American Mutual Casualty Com- 
pany, which is now in the hands of a receiver. 
This administrator, acting for the aforemen- 
tioned institutions, has brought suit against the 
Indian Creek Coal and Mining Company and 
other subscribers at the reciprocals for $68,000 
to make good deficits existing in the recipro- 
cals’ accounts. The case is being heard before 
Judge Moll of the Marion county circuit court. 





Pennsylvania Casualty to Move 
PHILADELPHIA, Pa., Nov. 17.—It is under- 
stood in insurance circles that the Pennsylvania 
Casualty will move its headquarters offices 
from Lancaster to Philadelphia in the near 
future. It was fortaerly the Co-operative 
Casualty Company of America. 
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Keep Your Money 
At Home 


A connection with the Farm- 
ers and Bankers Life means 


bringing a new business into 
your town. 








































Premium payments are de- 
posited with your Banker and 
Investments made in your 
Territory. 


That means a better stand- 
ing and easier sales in your 
Community. 
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THE LATEST 


ACCIDENT INSURANCE MANUAL 


VEST POCKET SIZE 
1924-1925 Edition 





Presents in a comprehensive and compact manner synopses of | 


all policy forms and premium rates of the leading accident and 
health Companies. Every accident and health insurance agent 
should have this book. 
rangement of contents adopted in 1923, with 


It follows the new size, shape and ar- 


NEW SECTIONS DEVOTED TO SPECIAL 

FEATURE CLAUSES, NON-CANCELLABLE 

CLAUSES AND DISABILITY COVERAGES. 
PRICE $4.50 PER COPY 


Liberal discounts on quantity orders. 


THE SPECTATOR COMPANY 


CHICAGO NEW YORK 
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How to Get Results 


By Witt1am C. Morton 


Registrar, Life and Casualty Insurance Company of Tennessee, Nashville 


The purpose of this article is to give a few 
thoughts whereby agents may obtain results. 
What the insurance world, as well as every 
other world of human industry, is looking fot 
is men who get results. Any ambitious agent 
who wants to rise can find no better weapon 
for doing so than results. Every insurance 
journal, every field letter and every other device 
for the benefit of debit men has only one goal 
—and that is the securing of results. It can 
not be denied that their success, to a large de- 
gree, depends upon how well they make use of 
the suggestions offered. A field letter may not 
say so in so many words, but you can put it 
down as an indisputable fact that its prime 
message is, “I want results.” 

We cannot gauge the future except by the 
past. Your own future as an insurance man 
will be largely determined by your past achieve- 
ments. However, it is a very comforting 
thought, indeed, to know that our past achieve- 
ments may have been very meager, but we 
know that we can change the future if we will 
change our tactics and our practices or methods 
of procedure. The only benefit derived from 
experience is to help us in our outlook on the 
future. No man has a right to expect results 
that are really worthwhile, unless he follows 
the true lines of successful thinking and doing. 
Haphazard methods never have produced re- 
sults and never will. A loose system of can- 
vassing and collecting will never make a man 
a leader. “It ‘jest’ ain’t done that way.” 

If there is any place in the world where real 
results are the consequence of successful plan- 
ning, it is on the debit. It offers the best oppor- 
tunity in the world for originality and initiative. 

It seems to be a human frailty with every 
one to find reasons why we fail. A man who 
fails in everything will never have any trouble 
finding out why he did so. On the other hand, 


we never seem to try to account for reasons 
why we succeed. In reading the biographies 
and autobiographies of great men, I have been 
peculiarly impressed with their modesty in re- 
gard to their success. None of them seem to 
know just why they have been very successful, 
and in many respects I think this is as it should 
be. Yet, it is worth while for us to know the 
so-called secret of success in order to help us 
to arrive at the top as early as possible. I have 
never yet read the story of a man’s success but 
what I have noticed that his chief reason for 
having succeeded was that he paid the price in— 
preparation, earnestness, promptness, neatness, 
accuracy and W-O-R-K. 

Here is a thought I should like every insur- 
ance man to get: Why you succeed, will do 
you infinitely more good than a battalion of 
reasons why you fail to make a good showing 
on the company’s bulletin board. In other 
words, knowing how other agents make good 
records will do you lots more good than know- 
ing why so many fail. I am of the opinion that 
we give too much thought to the reasons why 
agents fail instead of giving more time and at- 
tention to why we succeed. To know why we 
succeed gives us more determination to dupli- 
cate, and success is nothing more than a 
duplication of beneficent practices. And the 
antithesis, failure, is nothing more than a 
duplication of the opposite things. It gives you 
practice and repetition, which is the real secret 
of success in any calling. 

One way to get results is to strike while the 
iron is hot. In other words, if you have a 
chance to close an application, by all means do 
so before you disgust your would-be insurant. 
Many applications are lost by not closing at the 
right time. This is where the art of salesman- 
ship comes in, knowing how and when to close 
an application. It is therefore of prime impor- 
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tance that an agent learn when to close, and 
this can only be acquired by learning human 
nature. 

Another way to get results is to leave out 
all “hot air” and so-called “tom-foolishness.” 
Business men, especially, do not care about loose 
talk, and I have become convinced that there 
are not many people who do. Nearly every- 
one whom I have come in contact with has 
been a man of business who wishes to make a 
contract in a practical way. In other words, if 
you are going to make insurance a business do 
not consider it as some frivolous undertaking. 
The prestige of your company in the community 
in which you live will be largely determined 
by the dignity you give it. And other people 
will only value its standing in the commercial 
world by the manner in which you conduct 
their business. It is therefore of great worth 
not only to your company, but to you as well, 
that you make of yourself a business leader. 

Talk insurance and talk’ it with a zeal that 
is contagious. Become so thoroughly imbued 
with the great ideals behind the insurance pro- 
fession that everyone whom you come in con- 
tact with will have a higher estimation of your 
business after having conversed with you. The 
best recommendation that you could possibly 
make for your company is to manage your 
business so that your fellowmen will be con- 
strained to write to the home office of your 
company to inform them what a fine repre- 
sentative they have. 

There are numerous agents who keep posted 
on “jokes” and “yarns.” Personally, I see very 
little place for them on the debit. If they have 
the slightest claim to a rightful place, it is 
after the signed application rests in your pocket. 
After this there is plenty of time for puns. A 
good rule to follow is this: (1) Get the ap- 
plication. (2) Get the money. (3) Leave 








them with a smile under any conditions. 

The best way I know to get results is to show 
the money side of your business. People are 
selfish beings, always have been and always will 
be. Therefore, if you would get real results, 
you must magnify the money side of your busi- 
ness. Show how you propose to make them 
worth more; these thoughts may help: Their 
credit is strengthened; their estate is already 
larger; the education of their children becomes 
an assured fact; loved ones will be taken care 
of, in case of premature death; the mortgage 
on the home can be immediately lifted should 
they die before they have had time to do so 
and the uncertainties of life are no more. There 
are countless others too numerous. to mention. 
When these ideas have been properly presented 
and accepted, the agent is a success. He is no 
longer merely a collector, he is a dispenser of 
successful living. Furthermore, when agents 
are able to sell those ideas, the lapse ratio in 
all companies is going to drop to almost zero. 

Here is another would-be proverb which will 
be found of intrinsic value: The man who 
stays on the payroll helps to keep others on 
there also. Otherwise expressed, if you expect 
to make headway as an insurance man you 
must make your debit show some profit for your 
company. Be something besides a claim payer. 
Make your profits and net remittance show up 
large beside that of your claim sheet. Poli- 
cies are designed primarily to pay claims with, 
but they have other functions as well, and chiei 
among these is to make money for the agent 
and the company. The debit man who makes 
honest money for his company will make the 
same kind of money for himself. ltvery agent 
should remember that his financial progress, to 
a very large extent, depends upon the annual 
statement of his company. When the organ- 
ization has a good record, the agent will like- 
wise profit. Every company likes to see its 
agents expand simultaneously with them, both 
financially and otherwise. 

Results are not always cash, but they are 
easily convertible. They are one form of bank- 
note or “sight draft.’ All that is necessary is 
that you present them to the teller’s window of 
energy, enthusiasm and industry and the pay 
check is yours. And the greatest thought of all 
is that they are never discounted except aS we 
divert our energies and chill our enthusiasm. 
3ut better still, they are easily compounded. It 
is as easy to swell a thing as it is to “shrink’”’ 
it. If you doubt that, show some results and 
see how easy it is to generate more enthusiasm, 
or become lazy, then see how much easier it is 
to make a complete failure. 

Getting more results than the other fellow 
makes ot one an efficiency engineer. And there 
should be efficiency experts on the debits the 
same as in other industries. The special agent 
is really an efficiency expert, and all agents 
should make use of his services. 

The kind of results that insurance executives 
are interested in, is not the agent who can get 
results always in greater quantity but at less 
expense. What the debit needs is men who can 
do more with less expense to their companies. 
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That means economy of traveling expenses, 
stationery, and other supplies. The greatest 
economy an agent -can practice is that ot econ- 
omy of time. An agent who properly utilizes 
his time, will have no trouble in saving greater 
things, such as commissions earned. 

One way to get results with less expense 1s 
to intensify your debit; do not scatter it. Work 
your territory well. Too may debits are like 
elds of wheat—broadcast in every direction. 
No agent can say he has a good knowledge of 
time who allows his debit to become scattered. 
It takes intensity to win, and what I mean by 
intensity in this article is the consolidation of 
your time and centering it in your territory. 
That old proverb “A rolling stone gathers nu 
moss” is certainly applicable to the debit. To 
the debit man, it might well mean “A  scat- 
tered debit gathers no intrease.” 

The chiet value of having a debit intensified 
is that you can keep your appointments better. 
You can be more punctual with your policy- 
holders. They learn soon that you are a re- 
liable man. It gives you ample time to make 
all your collections and more time for straight 
canvassing, and it does take straight canvass- 
ing to make a debit grow. 

I believe the following suggestions will be 
ot service to all agents who are desirous ot 


obtaining results at less expense. 


Apyust Att CLAIMS ACCORDING TO 
Poticy CoNTRACTS 

Under this heading, it may be said: Sick 
and accident claims so adjusted, mean a great 
saving to both the agent and the company, and 
this is more significant than might appear from 
the surface. The company has certain rules 
for the adjustment of claims, which have been 
formed upon past years of experience and 
should be followed assiduously. Any ruling 
that your company might make is based upon 
experience and should be accepted as such in- 
stead of relying upon some of your own 
theories. By all means, get the habit of ad- 
justing your claims according to policy con- 
tracts. 

Diplomacy in adjusting claims means a great 
saving. Not every man knows how to refuse 
an unjust claim. There are some people in 
nearly every territory who are nothing but dead 
heats on all the companies. The agent should 
learn this type. Thus the very secret of ad- 
justing claims is to function without commit- 
ting offense when it comes to refusing an un- 
just claim. This is where diplomacy and tact 
come in, 


PROPER DELIVERY oF Poricies MEANS A GREAT 
SAVING 

Many agents are in such a hurry to pocket 
their little application fee that they fail to ex- 
plain just what they have sold. Much of the 
dissatisfaction among policyholders of all com- 
panies can be traced to the fact that the policy- 
holder did not exactly understand what he had 
purchased. To my mind, the agent who is 
guilty of this type of error should be censured. 
This is another situation where a great num- 


ber of lapses occurs. I.would rather not write 
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a policy than cause the insured any dissatis- 
faction because of my negligence. 

Such a mistake not only injures for the pres- 
ent but it soon spreads and other future policy- 
holders apprehend it and the result js that a 
bad impression is formed of the company and 
its representatives; while all this could be 
avoided if only a little caution were used at 
the right place and at the right time. Should 
a claim arise under such a situation, the policy. 
holder might possibly be honest in thinking he 
was due certain things when in reality he was 
not. The only recourse he has then is to con- 
clude that the agent did not give him a square 
deal. Policyholders should be educated by the 
agents as to just what diseases and what dis- 
abilities would be honored when claims were 
presented. When this is handled properly, it 
will mean more business for all concerned. 
“An ounce of prevention is worth a pound of 
cure.” It is easier to explain fully just what 
the policy provides when it is delivered or, bet- 
ter still, when it is sold, than to try to regain 
the friendship and good will of a dissatisfied 
purchaser. 


Divicent Care IN SELECTING Risks Is 
ANOTHER GREAT SAVING 

The age limit and the physical condition speci- 
fied in the policy should be adhered to strictly. 
The agent who deliberately passes a risk who 
is on the edge of the grave, when his conscience 
tells him very distinctly not to do so, is a 
thief. I am glad to know that such occurrences 
are very rare, but they happen occasionally. 
One way to be guided in the matter of select- 
ing risks is to remember that no policyholder 
should be better off by being sick than by being 
well and able to work. No policy should offer 
a man an inducement to be sick. 


F'ItLinG Out Forms Property For THE Home 
OFFICE 

How many times have you as an agent sent in 
forms for various things and then in a few 
days received the sheet back stating that the 
wrong form had been sent in? Many, many 
This form of carelessness, 
where there is a big field force, means a loss 
in dollars and cents that would be appalling 
to the agent should he have the figures before 


times, I am sure. 


him. This extravagance may be saved as fol- 
lows: (1) Look over each form carefully ; 
(2) fill it out carefully, answering every ques- 
tion; (3) send it to the proper department that 
handles such transactions, and fill every space 
that is designated. Some questions may not ap- 
pear to you as meaning much, but to the com- 
pany they do. If you want to impress your 
company with your manner of doing things, by 
all means fill out every form properly, and 
then you will not get a black mark for care- 
lessness, refusal to obey orders, stubbornness, or 
anything of that kind. 


Look Out For Expenses Bestpes Your SALARY 

This is especially helpful to superintendents. 
It is very easy for superintendents and assist- 
ants to think that their company, a great cor- 
poration, will “never miss the money,” but this 
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is not at all true. They do miss the money, 
S : 1 
heir solvency, to a great extent, depends 


and t ; ; 
alty of their representatives, in 


upon the loy 
helping them conserve their waste and extrava- 


gances in seemingly small places. . 
It might be remarked, here, that the financial 
success of most of the captains of industry 
in this country to-day, can be traced directly 
to their frugality and their ability to save. The 
famous Woolworth Building in New York city 
‘; nothing more than a tribute to the saving 
of nickels and dimes. Mr. Woolworth has 
demonstrated to the world that fortunes can 
he made by properly saving a small part out of 
only a nickel or a dime. 

Applying this to the profession of insurance, 
it would mean that the saving of the usual 
waste, which is a great part of most companies, 
and for which both agents and home office offi- 
cials alike are responsible, would make both 
parties develop faster. The result would not 
stop there, but would reach out and take in the 
great army of policyholders, and eventually 
make the net cost to them considerably less. 

There is no way to estimate the outcome of 
this type of conservation of business, and this 
is the only type of results that will have a 
lasting and permanent benefit. The best way 
in the world for an agent or any other person 
to forge his way to the front is by results, 
not only in greater amounts but at less expense 
to the companies he represents. This will mean 
a far less number of lapses, fewer sick claims, 
more time for ordinary writing and, above all, 
more time for real, lasting growth. By all 
means, get this thought: Results are the things 
that count most. 


—The Minnesota Mutual’s paid-for business for the 
month of October, 1924, was $484,000 in excess of 
that for October, 1923. Also their October paid-for 
business is greater than it has been during any previ- 
ous month in 1924 by approximately $50,000. 
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THE TORTOISE AND THE HARE 
“TI want to insure your life,” said Mr. Shetland Pony to Mr. Hare. 


stop now. 


would it?” 





Tortoise at this very moment. 
and it wouldn’t do for me to let him win the race—now, 


“All right,” said Mr. Hare, “but I can’t stop now.” 

“But,” urged Mr. Pony, “it won’t take long, and 
delays are dangerous.” 

“That’s so,” replied Mr. Hare, “and I'll come to see 
you the first thing tomorrow morning, but I really can't 
As a matter of fact I’m racing with Mr. 


I’ve been loitering already, 


And then Mr. Hare began to laugh. The possibility of 


his being beaten by a tortoise struck him as such a preposterous—such a 
comical—idea, that he laughed, and laughed, and laughed, until he grew 


blue in the face, and then—something snapped! 
The Coroner’s Jury said—“Death due to rupture 


of a blood vessel.” 


The Executor said—‘‘Poor old spendthrift Hare! 


He hasn’t left a penny.” 


The Umpire said—*“Mr. Tortoise wins, and takes the 


stakes.”’ 


Mr. Tortoise said—“I can’t touch the money I won 
Send it to his widow. 
she’s going to take care of all those children of hers 


from poor old Hare. 


, +e] 
I can’t see. 


How 





Mr. Pony said—“‘Never put off till tomorrow what 
you can do today. Or, if you must put anything off, don’t let it be your 


life insurance.” 


N. B.—This series of Insurance Fables for The Man in the Street has been published in book form. 
i 


Mail 50 cents for a copy. 
Copyright, 1924, by The Spectator Company, 





Liberal discounts on quantity orders. 
New York. 





An Idea for Live Industrial Superintendents 


66 HE Fitter Family Contest” held 
at the Texas State Fair at Dallas 
this October, where the health and 

heredity of whole families were closely inquired 
into with a view to improving both, should be 
of interest to insurance men not only because 
of its novelty but also because of its tendency 
to lengthen human life. 

The movement, which was brought to Texas 
by the National Eugenics Committee, was 
staged under the auspices of the department of 
sociology of A, and M. College of Texas. It 
Was participated in also by a considerable num- 
her of medical, civic and public health organ- 
izations. The services of a number of the best 
physicians of Baylor Hospital, Dallas, for in- 
stance, were donated for the week. Every mem- 
ber of the families contesting—and the families 
numbered thirty-six—was examined with the 
same scrupulous care that animals in the show 
ring are, 

Indeed, that is stating it mildly, for animals 
are examined only for what they are physic- 


ally. The contestants in this novel affair were 
examined also to determine past illnesses, pres- 
ent bodily or structural defects, hereditary ten- 
dencies, mental quickness and thoroughness, 
and formal education. To a lesser extent, 
similar inquiries were made about the fathers, 
mothers, sisters and brothers of the persons 
examined. 

Having been a contestant (and incidentally 
head of the winning family in his class) and 
having previously undergone several insurance 
examinations, the writer can say that the aver- 
age examination given applicants for insurance 
is mild indeed compared to that. given the 
entrants in this contest. 

Many of the individuals who went away 
from these grilling examinations resolved to 
make themselves more what they ought to 
be physically. That was as it should have been. 
It was the object of the contest. Senator 
Morris Sheppard of Texas offered silver loving 
cups as trophies to the winning families (large 
families and small families) but these cups, as 
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much prized as they will be by the winners, 
were but incidental to the main good derived 
from learning one’s physical, mental and 
hereditary defects. 

The fathers and mothers in the contest were 
already married, of course, and could do nothing 
about the heredity of their children, but it is 
to be expected that many of them have had 
matters of eugenics so forcefully brought home 
to them that they will be insistent when their 
children come to marry that they marry into 
healthy families. 

Much public interest was manifested in the 
contest, particularly near its close. The Dallas 
dailies gave considerable space to it and when 
the winners were announced published their pic- 
tures. Smaller dailies in the State took up the 
refrain and on the whole great publicity was 
given the plan of grading humans from the 
standpoint of health and heredity. Insurance 
men should make it a point to pass the idea 
along. We have too long bred up domestic ani- 
mals to excuse neglect of health. 











METROPOLITAN EVENTS 





Several New Districts Created in 
East 





ROCKAWAY LEADS 





Second District in Ordinary Production Is 
Joliet—Imperial Valley Leads in 
Industrial 


Changes among managers of the Metropolitan 
Life Insurance Company during the past few 
weeks have been very few. Some transfers 
have taken place and one new district created. 
In the Middle West territory Marion, a detached 
assistancy point, was created a district and 
Edgar B. Wycoff, manager of Portsmouth, 
Ohio, was transferred to the new district. R. P. 
Gross, manager of Canton, Ohio, was trans- 
ferred to Alliance, Ohio, to succeed J. B. 
Sabados, transferred to Hammond, Ind. L. M. 
Roth, manager of South Bend, Ind., was trans- 
ferred to Canton, Ohio, to succeed Mr. Gross, 
and Benjamin W. Harris, former manager of 
Hammond, Ind., succeeded Mr. Roth. 

In the New York State territory F. A. 
Martinez, manager of Oswego, N. Y., was 
transferred to Plattsburg, N. Y., to succeed W. 
W. Brooks, who was appointed general assist- 
ant manager of the territory, while the vacancy 
thus created in Oswego was filled by the pro- 
motion of William Webb, an assistant manager 
in White Plains, N. Y. 

The new district of Sunbury, Pa., in the 
Middle Atlantic territory, which was created 
some weeks ago, has now a manager in the 
person of Alfred Berg, who was formerly gen- 
eral assistant manager of the same territory. 

The ten leading districts in the country 
at large, including the Pacific Coast and Canada, 
in average net gain, ordinary business, per man, 
per month, for the year to and including the 
week of October 20 were: Rockaway, N. Y., 
N. I. Grossman, manager; Joliet, Ill., B. D. 
Morton, manager; Knickerbocker, N. Y., Isador 
Siegel, Oak Park, IIl., Gabriel 
Dunkleman, manager ; ‘Ridgewood, N. Y., David 
Rudberg, manager; Lackawanna, Pa. G. L. 
Katz, manager; New Rochelle, N. Y., R. R. 
Lawrence, manager; Greenwich, N. Y., A. H. 
Bruenn, manager; Shenandoah, Pa., Joseph 
Wassel, manager; Essex, N. J., Samuel Peter- 
fruend, manager. 


manager ; 


In the same business—ordinary—in the coun- 
try at large, in paid-for, for the year to and 
including the week of October 20, the follow- 
ing are the ten leading agents or agents unat- 
tached: Charles Levy, agent unattached, Pas- 
saic, N. J.; Jacob Ratner, agent unattached, 
Jersey City, N. J.; C. A. Bergman, agent, Hart- 
ford, Conn.; A. W. Darasz, agent, St. Clair, 
Mich.; Henry Klein, agent, Knickerbocker, N. 
Y.; Samuel Schwartz, agent unattached, Cleve- 
land, Ohio; R. C. McGee, agent, Uniontown, 
Pa.; Joseph Lipack, agent unattached, Bayonne, 
N. J.; Bernard Guetle, agent unattached, Cin- 
cinnati, Ohio; Abe Emerling, agent, Knicker- 
bocker, N. Y. 


In the industrial department the ten leading 
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districts in the country at large in average in- 
crease per week, per agent, for the year to and 
including the week of November 3 were: Im- 
perial Valley, Calif. W. E. Shaw, manager; 
Newburgh, N. Y., H. T. Thompson, manager ; 
New Rochelle, N. Y., R. R. Lawrence, man- 
ager; Webster, Mass., C. B. Earley, manager; 
Morrisania, N. Y., G. A. Weigel, manager ; 
Coney Island, N. Y., Ab. Van Camerick, man- 
ager; Scranton, Pa., Joseph Gross, manager; 
Tremont, N. Y., R. [. Gladwin, manager ; Lack- 
awanna, Pa., G. L. Katz, manager; Pine Bluff, 
Ark., M. G. Thompson, manager. 

The ten leading agents and agents unat- 
tached in the country at large in the amount of 
industrial gross increase for the year to and in- 
cluding the week of November 3 were: Samuel 
Ballin, agent, Newark, N. J.; N. C. Dunn, 
agent, Wilshire, Calif.; N. T. Shirlaw, agent, 
Victoria, B. C.; Thomas Dyer, agent, New 
Rochelle, N. Y.; Meyer Diamond, agent, 
Knickerbocker, N. Y.; Julius Rosenman, agent, 
Yorkville, N. Y.; S. C. Baker, agent, Clinton 
Hill, N. J.; Joseph Pascal, agent, West End, 
N. Y.; F. H. Potvin, agent, Manchester, N. H.; 
Hyman Siegel, agent unattached, district of 
Chelsea, N. Y. 
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Just Keep On Keeping On 

A story of Bruce Barton’s is quoted in the 
Oregon Agency Bulletin of a conversation on 
a crack train between the conductor and a friend 
of Mr. Barton’s, who said, “We don’t seem to 
be going very much faster than an ordinary 
train. Perhaps that’s due to the smoothness 
of the roadbed.” “Not altogether,” said the 
conductor, “the truth is we don’t go much faster 
than an ordinary train—not very much faster, 
but we keep going all the time.” 

That’s a very apt story to the practical work 
of the life agent. Some of our readers will 
remember that this same idea was developed in 
Provident Notes some years ago. We told of 
“a life insurance agent of our acquaintance” 
who “drives an automobile very cleverly. He 
doesn’t take chances in traffic, he doesn’t flash 
over crossings, or dash around sharp corners 
where he can’t see what’s ahead, but the 
moment he has straight unobstructed road he 
puts on steady, continuous, increasing speed. He 
never seems to be going fast, but when you 
finish a journey with him it surprises you to 
find what a high average speed has been main- 
tained.” 

As we said before, “You have a splendid 





cannot ignore. 


tion of the agent. 


the prospect to ‘‘laugh and learn.” 


Chicago 





SOMETHING BRAND NEW FOR THE LIFE AGENT 





INSURANCE FABLES 
For,'the Man in the Street 


and 


For Life Underwriters. 
By WILLIAM ALEXANDER 


Kindly humor “‘puts over’? many arguments which would otherwise fail; and truth 
spoken in jest, is often more effective than serious discussion. 


In these two new books, William Alexander, the noted educational writer and secretary 
of the Equitable Life Assurance Society of the United States, has set down original and 
convincing reasons for taking out life insurance and keeping it in force. 
story is told in such a clear, instructive manner that the moral is at once apparent. 


Fables for the Man in the Street carry their messages to the prospect 1natashion he 
They are clever and vastly entertaining and, at the same time, neglect 
no opportunity for emphasizing the benefits of life insurance. 
by a route otherwise impossible, and his attention is concentrated and held in favor of the 
life insurance agent and the policies he has to offer. 
the wife and children as well as other members of the prospect’s family, thus frequently 
exerting an influence in quarters which the agent himself could not approach and often 
selling the idea of life insurance while the head of the house is away. 


Fables for Life Underwriters, by inference, teach the agent what to avoid in talking 
with the prospect as well as what points to lay stress on, and are intended for the instruc- 
They also furnish pertinent sales ammunition with which to score a 
hit, and are of equal value to the new agent and the seasoned veteran. 
language takes the sting out of the sound advice they give and compelboth the agent and 
They should be in the hands of everyone. 


PRICES 
Insurance Fables for the Man in the Street. Single Copy, $.50 
Insurance Fables for Life Underwriters. 


Discount in quantities 


THE SPECTATOR COMPANY 
Publishers 


Each whimsical 


The prospect is reached 


In addition, the Fables will interest 


Their amusing 


Single copy, $1.00 


New York 
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opportunity to speed up your business. You 
have a strong wind of public opinion behind 
you. There are no rough prejudices in the road 
to hinder you. No enemy is dropping broken 
glass in your path to puncture your tires. The 
road is straight, it is unobstructed, it is un- 
precedentedly smooth, the very policeman waves 
you on, as much as to say, ‘Don’t hinder traf- 
fc. Get a move on you.’ 
“Lift your hood and take another look into 
your own mind. How about your courage? 
How about your energy? If they’re all right 
there is nothing serious the matter. Use some 
of that courage and energy in studying your- 
self every day. Haven't you perhaps been 
crossing your wires without knowing it? Go 
over your thinking machine for a half hour 
each night, and make sure that by degrees you 
have each part of it tuned up and running 
smoothly. We want to see you making the 
most of this wonderful stretch of road. It’s 
worth the effort. It isn’t coasting. You have 
to work. But never in the history of life in- 
surance has an agent been able to get so many 
thousands of production out of each gallon of 
courage and energy.”—Provident Notes. 


A Perfect Week 


Deep down in the heart of every real life 
insurance salesman there is a sincere longing 
to become perfect in his work. To produce 
such results that compel his company to say, 
“So and So’s results that week were perfect.” 
For months I have thought of the time when 
all the districts in our company’s service would 
on the same week produce what I believe to 
be as near being a perfect week as possible. 
The production to be not less than $1.50 of 
industrial premiums and not less than ten 
cents and not over fifty cents of lapses for 
each agent in the district. At the same time 
every man, superintendent, assistant, and agent 
producing not less than 1000, while the col- 
lections on the entire debit of the district to 
be over 100 per cent for the week. Some of 
those who read this will say, “Easy;” others 
will say, “Impossible.” To both of them we 
say, “Try it,’ and you will discover the fact, 
that the effort will bring to the surface all the 
ingenuity you possess. Remember, no “star 
producer” will make the week perfect. The 
newest member, as well as the oldest agent, 
must carry his own individual share of ordi- 
nary; in fact, one man failing to have his in- 
dustrial, or not having-any lapse, or too much 
lapse, or not any ordinary would spoil the 
week. Such an effort demands the best that 
is in you. You cannot succeed if you rely upon 
writing your business off your debit. You 
must go to the houses next door, canvass the 
Places you have continually passed by. Your 
earnestness to not be the one to spoil the week 
will, if you let your members from whom you 
are collecting know, interest them so far as to 
introduce vou to their friends and neighbors. 
The same spirit will enable you to save a 
lapse. In additjon help your brother agent 
Close his prospects, and save his lapse, and 
he will help you with yours. One district tried 
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Two Cars and Their Owner 

Not long ago, while visiting a fairly large 
district, we were impressed with the earnings 
of the agents as compared with their incomes of 
five years ago. As we left the meeting with 
the superintendent, he hailed an agent who was 
entering an auto of a popular make and asked 
him how long he had owned that car. “Oh, 
some time,” was the reply, “It’s my old car. I 
have another, an up-to-date one, that I use for 
the family’s pleasure.’ And the superintendent 
averred that times had changed since he car- 
ried a book, 

What this agent has done, others can do. The 
science of successful salesmanship is no man’s 
patent. It is free to all, and by putting into 
practice simple rules of ordinary common-sense, 
increased earnings will naturally follow. The 
representative referred to controlled—notice the 
word—a debit in an average part of the city, 
but he looked on it as his capital and he made 
his personality his chief asset in working out 
his success, 

Some men drift along year after year satis- 
fied with mediocre results. Their incomes differ 
but little from any January 1 to any December 
31. Their methods of canvassing have not 
changed and they are content with their accom- 
plishments. They have bicycle appetites and 
bicycle incomes, whereas men who entered the 
service long after they signed up, and who have 
their gaze centered on bigger things, have to- 
day modern cars, comfortable homes and 
numerous pleasures for the family, attesting 
to the fact that they have made good and that 
they are out to increase their bank accounts 
In the winter of life their accumulations will 
materially add to their comfort. 

No debit was ever made without due con- 
sideration to future increase. The opportuni- 
ties for both industrial and ordinary were care- 
fully looked over, and the border lines laid 
down had within them about the same oppor- 
tunities for success as other debits. The cases 
have been frequent where agents have gazed 
longingly at the fields of their brothers in the 
business, maybe in the same town or city, per- 
haps in distant places. John has thought that 
he could do much better if he had Bill’s debit, 
and Frank opined that he had not the chance 
to make as much money as Jim, who had a real 
layout. Later, the opportunity for transfer 
came and then the revelation—it was not the 
debit that gave the increase, but the man who 
controlled the debit—The Prudential Weekly 
Record. 








to produce a perfect week and failed twice 
before succeeding, and now having “put” it 
across” the staff realizes the value of interest- 
ing others in its success. Try the perfect 
week, and keep at it until you succeed. Then 
you will be convinced that organized effort 
and co-operation pays, and the more insurance 
that is written by each and every man not only 
helps the company, but the superintendent, 
assistant superintendent, agent, and the insured 
himself, and so, it takes a perfect combined 
effort to make a perfect week—Field News... 
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NOW READY 


THE ESSENCE OF 
LIFE INSURANCE 


By William Breiby, F.A.S. 


of Fackler, Fackler and Breiby, Con- 
sulting Actuaries, of New York City, 
one of the oldest and best known 
actuarial firms in the United States. 





Basic Principles Clearly Explained. 
Only a Knowledge of Simple Arith- 
metic is Needed to Understand 
Demonstrations. 





This Valuable New Book Contains 
Definitions of Commonly Used 
Words and Phrases, and Chapters 
Devoted to 


THE FUNCTIONS OF LIFE INSUR- 
ANCE AND HOW PROVIDED; 
KINDS OF LIFE INSURANCE POLI- 
CIES; BASIC PRINCIPLES; CALCU- 
LATION OF NET PREMIUMS AND 
RESERVES; PRACTICAL OPERAT- 
ING FUNCTIONS; LEGAL RESER- 
VES OTHER THAN FULL NET 
PREMIUM RESERVES; LIFE IN- 
SURANCE POLICIES; ADDITIONAL 
BENEFITS; OTHER EXTENSIONS 
OF SERVICES; COMMENTS ON 
CERTAIN FEATURES OF THE BUSI- 
NESS; MORTALITY TABLES AND 
FUNCTIONS DERIVED THERE- 
FROM; HINTS TO AGENTS. ALSO 
NUMEROUS TABLES. 


PRICE, in Cloth Binding $3. 


Discounts on quantity orders 
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A Unique Policy 
to Offer a Prospect 


Both the scope and the liberality of the unusual 
benefits contained in our Triple Indemnity Policy 
with the non-cancellable Accident Disability En- 
dorsement, make it in truth ‘‘A Policy You Can 
Sell.””. The Triple Indemnity feature is exclusive and 
distinctive; so is the Accident Disability provision. 


Illustration: Single, Double, and ‘l'riple Indemnity 
of $5,000, $10,000 and $15,000, carrying non-cancel- 
lable Accident Benefits of $50 per week. 


Literature will be sent on request to anyone suffi- 
ciently interested to ask for it. Also, information 
concerning available territory now open. Address 
Eugene E. Reed, Vice-President. 


United Life and Accident Ins. Co. 
United Life Building 
CONCORD NEW HAMPSHIRE 
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MUTUAL LIFE OF ILLINOIS 


Springfield, Illinois 








OPERATES UNDER REGISTERED POL- 
ICY AND RESERVE DEPOSIT LAW OF 
ILLINOIS 


Furnishing of PROSPECT LISTS is only 
one of our features of cooperation with 


our Agents 


DESIRABLE TERRITORY AVAILABLE 
FOR GENERAL AGENCIES IN ILLINOIS, 
INDIANA, IOWA and MISSOURI 








Thursday 





A. M. BURTON, President 
H. B. FOLK, Secretary 


LIFE AND CASUALTY 
INSURANCE COMPANY 


OF TENNESSEE 


Industrial Weekly Insurance 
Life—Health—Accident. — Pays 
Fifty Weeks’ Indemnity—Or- 
dinary and Industrial Straight 
Life Insurance. 


Home Office 


NASHVILLE TENNESSEE 











Pan-American Service Includes 


Educational Course 
Individual Sales Planning 
Aid in Organization and Business Building 


Unexcelled Policies—Life, Group, Accident and 
Health 


We have a few General Agency openings for men not 
presently attached. 


Address 


E. G. Simmons, Vice President and General Manager 


Pan-American Life Insurance Co. 
NEW ORLEANS, U. S. A. 
Crawford H. Ellis, President 

















TWO NEW NASH LEAFLETS 


THE FARMER’S INVESTMENTS 


By William T. Nash 


There are few farmers who, after reading this most convincing leaflet, will 
not concede that the best investments for a farmer are farms and life insur- 
ance. 

Agents who solicit farmers will find that copies of The Farmer’s Invest- 
ments, intelligently distributed, will yield fine crops of new business. 

PRICE PER COPY 15 CENTS 


Quantity Prices 
$4.50 


BD Canmieas.ss cocsiscacsnaet DODO CORIOR..6.6.60.0:665:5. 05:08 $50.00 
100 Mar haiieta sume nal hese 7.50 5,000 Pe) aes eorsea tof aise eats 200.00 
500 Ne -athincneataietare etc uce tram 30.00 10,000 a ER eT 375.00 


CHARLIE FERRELL’S ‘“‘DEAD BOOK” 


By William T. Nash 


This leaflet describes an excellent plan, worked out and _ successfully 
utilized by a progressive agent, whereby prospects are shown the dangers of 
delay, as demonstrated in the cases of friends and neighbors. The “Dead 
Book” is composed of the applications for insurance of men who postponed 
taking insurance and died before signing the application. 

PRICE PER COPY 15 CENTS 
Quantity Prices 
$5.00 


On EO: D,OOU COMMS... 5.056 066018 $65.00 
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JOHN HANCOCK ITEMS 





Company Passes Two Billion Mark 





LIST OF LEADERS 





Number of Promotions to Assistancies— 
Some in Own Districts, Some Trans- 
ferred 


During the month of November the John 
Hancock Mutual passed the two billion dollar 
mark in paid-for insurance in force. Of this 
amount, one billion one hundred million is in 
the ordinary branch and nine hundred million 
in the weekly premium branch. 

In April, 1918, the company showed some- 
thing over one billion in force, hence the out- 
standing insurance has practically doubled in 
six and one-half years. 

Commenting upon this progress, President 
Walter L. Crocker says: 

We give this interesting fact to our field 
force as a matter of record, although it is 
clearly unimportant as compared with the finan- 
cial standing of the institution and the service 
which we render. 

As we turn the two billion dollar mark, we 
must be conscious that the strength of the com- 
pany, the quality of its new contracts, the mate- 
rial lowering of costs to policyholders now and 
hereafter in prospect, to say nothing of the re- 
troactive conditions made applicable to old pol- 
ieyholders, make the present situation the most 
favorable point in our history of service to the 
public. 

The wholesome interest taken by the field 
force in the “merit class” plan was again evi- 
denced when a substantial number of agents 
and assistant superintendents qualified for the 
production classes, entitling them to a special 
recognition pin and other indications of the 
fact that they are among the leaders in their 
field. 

Those who qualified for the $100,000 class 
were: Agents Abraham Block, New York: 
Henry Helba, Pittsburgh; James A. LaGrutta, 
New York, and William Phillips, Boston. 

Those who qualified for the $50,000 class 
were: Agents Samuel Patrick, Boston: Charles 
J. Wohoskey, St. Louis; Joseph E. Heieck, 
Auburn; Frank Kniery, Buffalo; Clement 
Payne, Boston; Joseph A. Norris, Camden: 
John H. O’Connor, Long Island City; Bernard 
M. Weiner, New York: William P. Wall, 
Worcester: Robert W. Carroll, Boston: Harry 
Eichel, New York; Alfred F. Steiner, Ansonia; 
Herman Williams, Brooklyn; Morris Trieb- 
Wasser, Brooklyn; Frank Yost, Camden, and 
Cornelius Vandervoort, Rochester. 

William Davis, 
Paterson, and 


Assistant Superintendents : 
Boston; Richard Kennedy, 
Herman Sulzer, New York. 

The end of the third quarter shows but one 
change in the names of the leaders in prodiic- 
tion. Assistant Superintendent O’Connor of 
Boston again jumped into the leadership on 
weekly premium increase, replacing Assistant 
Superintendent Johnson of Brooklyn who is 
runner-up, 

The race continues to be a close one, each 
leader finding more than one man at his heels. 
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The ‘ist of leaders is as follows: Assistant 
superintendents leading, on weekly premium in- 
crease, Mr. O’Connor of Boston; on gross ordi- 
nary issues, Mr. Mitchell of New York; on 
gross A. F. issues, Mr. Johnson of Brooklyn. 
Agents leading, on weekly premium increase, 
Mr. Jehle of Detroit; on gross ordinary issues, 
Mr. Lamm of New York; on gross A. F. 
issues, Mr. Tchoryk of Cleveland. 

Detached assistant superintendents leading, 
on weekly premium increase, Mr. Pfister of 
(Weymouth) Quincy Agency; on gross ordi- 
nary and A. F. issues, Mr. Bickhardt of (West 
New York) Hoboken. 

The following agents have been promoted to 
assistant superintendents in the districts of their 
Michael J. Wiacek, Paterson; Samuel 
T. Bromley, Cincinnati; Ethron T. Young, 
Des Moines, Arthur W. Goulden, Allentown; 
Harold L. Francis S. 
Deming, Minneapolis; Joseph M. Jule, Brook- 
Joseph 


service: 


Odom, Indianapolis ; 


lyn; Charles Drumm, Philadelphia; 


Henderson, Brooklyn; Francis A. Constantine 
Newark, and Samuel Rosenzweig, Hempstead 

The following agents have been promoted to 
assistant superintendents and transferred as in- 
dicated: Harry J. Roberts, Newark to Orange; 
Harold C. Callahan, St. Paul to Grand Rap- 
ids; Joseph F. Breslin, Philadelphia to Tren- 
ton, and George F. Earl, New Haven to New 
London. 


Facts and Figures 

The statisticians are good friends of ours. 
They continuously furnish us with the finest 
kind of arguments for writing life insurance. 

Here’s one, for instance: 

“Only 7 per cent of the value of human life 
in America is covered by life insurance”; that 
means, in a life insurance sense, a one-room 
flat for a family of seven; rather inadequate 
protection, to say the least. 

Now the average man provides adequate 
housing facilities for his wife and children, but 
according to the statistician, he doesn’t provide 
for his widow and orphans. 

Listen to this: 

“Ninety-five per cent of the widowhood of 
America is in lack of the common comforts 
of life.” 

“Eighty-two per cent of our children are 
forced to leave school and go to work before 
finishing the eighth grade.” 

All because of insufficient life insurance pro- 
tection. 

Many men never accumulate any estate, and 
some accumulate some kind of an estate dur- 
ing life, but it is usually dissipated in one way 
or another, especially when a man’s earning 
power declines, for the statistician informs us 
that : 

“Seven-eighths of all estates left by mar- 
ried men in America is life insurance money.” 

The average man leaves nothing but life in- 
surance, and very little of that—about $600. 

Something ought to be done about it, and 
it’s our job to do it. 

Take this thought with you when you start 
out to canvass. 
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PRUDENTIAL NOTES 


Unusual Promotions During Past 
Month—Additions to Old Guard 


CANADIAN DISTRICT OF ST. 
CATHARINE 


District of Twenty-Three Agents Ahead of 
Entire Field in Increase 

During the past few weeks a great many 
agency changes and promotions have taken place 
within the organization of the Prudential In- 
surance Company of America, Newark, N. J. 
Perhaps the most unusual thing occurring with- 
in the company for some time is the extremely 
large list of agents elevated to the positions of 
assistant superintendents. This list is far in 
excess of that of any previous promotions of 
the year and partially includes: John L. 
Hanlon of Syracuse, N. Y., a leader in Divi- 
sion 3 ee 13 M. Goebel ot Kenosha, Wis., to 
Racine, Wis.; Christ Christenson, to the Ken- 
osha, Wis.; Thomas S. Cullen of Sioux City, 
lowa, to own district; Forney J. Huett of Kan- 
sas City Number 3, to own district; James E. 
Leslie, Mo., to own district; Charles DuwRall 
of Denver, Colo., to Pomona, Calif.; Stafford 
A. Middleton of Memphis, Tenn., to own dis- 
trict; James A. Bibee, to the Sacramento, Calif., 
district, from an agency in that district; Ray 
E. Franklin of Wichita, Kan., to own district; 
Marion M. Crone of Ottumwa, IJa., to own 
district; Ralph C. Morrow of Canton, Ohio, to 
own district; Guy Perry of Glens Falls, N. Y., 
a leader in Division H., to own district; J. L. 
Wolcott of the Dubois, Pa., district, to the 
Clearfield, Pa.; Raymond V. Burns of Hobo- 
ken, N. J., to own district. 

The past few weeks have also been note- 
worthy in regard to the large number of men 
who have been admitted to the various classes 
of the Prudential Old Guard. For the latter 
part of October and the first of November the 
Old Guard boasts twenty-four additions, many 
of whom have already been mentioned as at- 
taining honors. They are in part: John L. 
Hanlon of the Syracuse, N. Y., district, agent, 
class A; John R. Plummer of the Utica, N. Y., 
district, assistant superintendent, class B; John 
H. Nowak of the Buffalo, N. Y., Number 4 
district, agent, class A; John S. Mallory of the 
Binghamton, N. Y., district, agent, class C; 
Richard A. Bates of Division H., inspector, 
class B:; Maurice J. Ward of the Middletown, 
N. Y., district, agent, class B; Arthur J. Bouil- 
lier of the Utica, N. Y., agent, class A; Donald 
E. Delbridge of the Rochester, N. Y., Number 
4 district, agent, class A; Edward J. Bremer 
of the Jamestown, N. Y., district, assistant 
superintendent, class B; Thomas J. Cusick of 
the Ithaca, N. Y., district, assistant superin- 
tendent, class C; Charles J. Martin of the Mid- 
dletown, N. Y., district, agent, class A; Ray 
J. Larson of the Buffalo, N. Y., Number 2 


district, agent, class A, and Miss Clara L. 


‘Jones of the Utica, N. Y., district, district 


clerk, class F. 
Upon analyzing the results obtained in the 





various outlying districts of Canada and the 
United States it was found that in industrial 
increase for the fourth quarter of 1924 the little 
St. Catharine in Canada, with a staff of but 
twenty-three agents, leads the entire country. 
This leadership is not only in actual increase 
but in proportionate increase as well. The men 
of the district who are responsible for this re- 
markable effort are assistant superintendents 
Frederick Prentice, Edgar Jones, and agents 
Samuel W. Wedlake, James Murray, Edward 
G. Higlett, Albert E. Bowers, Samuel Nicker- 
son and Fred Furness. Superintendent William 
J. Neal is also worthy of much praise, and 
expresses the hope that this little district will 
be among the division leaders for the balance 
of the year. 


OUR BUSINESS 
Address by G. Y. Breeding, Springfield, 
Ill. 

Some may consider this subject one way and 
some may consider it another. Our _ business 
supplements the financial and economic struc- 
ture of our countries. It is our business that 
helps widows and orphans to have money with 
which they may pay their grocery bills, doctor 
bills and living expenses. Through our busi- 
ness we keep business alive. We insure the 
breadwinner ; we do not guarantee that he will 
live, but we assure his loved ones left behind 
that they may have a living while they live. We 
also, of course, pay funeral expenses, and so 
forth. We assure the financial institutions that 
in case they lose an important head of their 
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business, by death, we may tide them over un- 
til such time as they may be able to replace 
the lost member. And we often keep them 
from bankruptcy. 

Our business is just as good as we want it 
to be. If we want business badly enough, we 
will go after it and get just as much of it as 
we are rightfully entitled to. We can make 
our salaries just as large aw we want them to 
be. In other words, we have our destiny in our 
We can cut our own wages, or we 
We are our own 


own hands. 
can raise our own salaries. 
paymaster. We can justly resolve at this time 
to double our own salaries next month—next 
year—and for the years to come. 

Our business is a most pleasant business. We 
do not have to work at hard manual labor, we 
do not have long hours to work, neither are we 
tired and worn out at night as the man who 
stands on his feet in the factory, shop or field. 
Another thing, our business is a profitable busi- 
ness. We can make more dollars per hour than 
any tradesman. A life insurance man is the 
best paid man to-day for the amount of effort 
and time he puts into it. Did you ever keep 
track of your actual time in the insurance field? 
I have. My average was $5.85 per hour spent in 
the insurance field for the six months ending 
July 1, 1924, and during the year 1923 my earn- 
ings per hour while working in the field solicit- 
ing and selling life insurance were $6.16 per 
hour. A tradesman in the United States is paid 
as follows: Plumber, $1.25 per hour; carpen- 
ter, $1.25; plasterer, $1.50 per hour, and so 
forth. 


Thursday 


Perhaps we do not spend enough of our 
time or money learning our profession. The 
physician spends thousands of dollars to learp 
his profession, besides four years’ time in col- 
lege. Yet he is very poorly paid for the first 
few years of his practice. 

Our company furnishes the money, the stock, 
if you please, and everything, and you and | 
do not have to furnish any capital or Stock, 
and, as stated before, the average one of us does 
not spend much time in preparation or school- 
ing when we begin selling life insurance. While 
we help others we are helping ourselves, 

Sometimes I think life insurance salesmen 
are a little “stiff.” We are sometimes a little 
lazy, also we are not sociable enough and some 
of us are ashamed of our business. We don't 
let enough people know our business. Some 
of us are timid. We should meet a man face 
to face, and look at him square in the eye, 

It is our business to study and know human 
nature as far as possible. Ordinarily the man 
who loves his family carries all the life insur- 
ance he can afford, and enough to do them good 
and not just enough to bury him in case of 
his death. 

My heart is in my work. Our Business, my 
family’s future, the future of the company, my 
community and your community—The Nalaco, 


Don’t Talk Back 
Just hand the “too busy” man one of our 
leaflets called “Too Busy.” Its facts hit right 
to the point. Send for sample. The Spectator 
Company, 135 William street, New York. 











THE GLOBE MUTUAL LIFE 


INSURANCE COMPANY 
OF CHICAGO, ILLINOIS 


HARPER’S LIFE INSURANCE LIBRARY 











GAIN IN INTEREST......... 
GAIN IN INCOME...... Rares 
GAIN IN ASSETS........... 





SPECIAL DELIVERY. 





PROGRESS OF THE GLOBE FOR 1923 


GAIN IN INSURANCE IN FORCE. .83 PER CENT. 
..+..3I1 PER CENT. 
....26 PER CENT. 
...+..23 PER CENT. 
AVERAGE GAIN IN ALL ITEMS...41 PER CENT. 


This is away above the average of all Life Insurance 
Companies in the United States Combined. 


CLAIMS PAID BY RADIO—TELEGRAPH—AND 


T. F. BARRY, 
Gen’l Mngr. and Founder. 





livered. 


Price, $1.00. 


Life Underwriting as a Career—By Edward A. Woods, President Edward 
A. Woods Co., General Agents, Equitable Life Assur. Society; Ex-Presi- 
dent National Association of Life Underwriters. 

Analyzing Life Situations for Insurance Needs—By Griffin M. Love- 
lace, Director, Life Insurance Training Course, New York a 
Price, $2.40 Delivered. 

The Psychology of Selling Life Insurance—By Dr. E. K. Strong, Jr. 
School of Life Insurance Salesmanship, Carnegie Institute of Technology 
Price, $4.25 Delivered. % 

Selling Live Insurance—By Dr. John A, Stevenson, Second Vice-President, 
Equitable Life Assurance Society; Formerly Director School of Life 
Insurance Salesmanship. 

Meeting Objections—By Dr. John A. Stevenson. 


The House of Protection—By Griffin M. Lovelace. 


| Life Insurance Underwriting—A standard course embracing nine book- 
lets, comprising reading assignments for United Y. M. C. A. Schools. 


Principles of Life Insurance—By Griffin M. Lovelace. 


Inheritance Tax—By Franklin W. Ganse. 


$2.35. 


bad a 7 
care ne a) 

Price, $3.75 Delivered. 

Price, $1.60 Delivered 


Price, $1.60 De» 


IN PREPARATION 





SFN0O FO? NEW _HARPE® BOOK 











CONSTRUCTrIVE SALESMANSHIP 
By Dr. John A. Stevenson 

“Keen as the edge of a sharp knife. 
the heart of things and places before the salesman the very 
life principle of his business. 
from this most fascinating book, but the best way for the 
reader is to buy the book. He will read it as if it were a 
‘best seller’ as it may well become.”—IJnsurance. 


It goes straight to 


One would like to quote freely 


PRICE $3.00 








President, 
CHICAGO 











THE SPECTATOR COMPANY 


NEW YORK 
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Registrants at Life Agency Officers’ 
Meeting 


(Continued from page 19) 


Pilot Life: T. W. Payne, actuary, Provident Life and 
Accident; M. A. Linton, vice-president and assistant 
actuary, Provident Mutual; W. W. Grass, assistant 
to manager of agencies, Provident Mutual; H. Bossert, 
Jr, Provident Mutual; F. C. Morss, manager agencies, 
Provident Mutual; E. W. Marshall, assistant actuary, 
Provident Mutual; S. W. Goss, vice-president, Secu- 
rity Life of America; F. L. Mable, assistant superin- 
tendent of agencies, Security Mutual Life; H. M. 
Meiklejohn, superintendent of agencies, Sovereign Life 
of Canada; W. Boileau, Jr., Penn Mutual Life; J. B. 
Gibb, actuary, Penn Mutual Life; H. Loucks, vice- 
president and superintendent of agents, Peoria Life; 
W. E. May, vice-president and agency secretary, Peoria 
Life; F. J. Bohl, public manager, Peoria Life; W. 
Russell, vice-president and agency manager, Phoenix 
Mutual Life; M. W. Williamson, Chicago manager, 
Phoenix Mutual Life; J. A. Whitmore, assistant agency 
manager, Phcenix Mutual Life; A. A. Welch, presi- 
dent, Phoenix Mutual Life; M. C. Terrill, agency 
secretary, Phoenix Mutual Life; J. P. Davis, educa- 
tional director, Northwestern Mutual; W. R. Chapman, 
statistician and agency assistant, Northwestern Mutual; 
Dr. H. W. Cook, vice-president and medical director, 
Northwestern National Life, Minn.; W. F. Mac- 
Allister, agency manager, Ohio National Life; S. J. 
Blashill, secretary, Ohio National Life; T. M. Bid- 
well, superintendent automobile department, Ontario 
Equitable Life and Accident, Waterloc, Ont.; E. 
Irwin, superintendent of agencies, Ontario Equitable 
Life and Accident; F. R. Woodbury, Jr., vice-president 
and second assistant superintendent of agencies, Pacific 
Mutual Life; E. G. Simmons, vice-president and gen- 
eral manager, Pan American Life; R. Humphreys, 
assistant to vice-president, Penn Mutual Life; S. T. 
Whatley, manager, Chicago, AStna Life; P. D. Moller, 
assistant superintendent of agents, Illinois Life; P. L. 
Sausser, superintendent of agencies, Illinois Life; R. 
M. Williams, branch manager, Western Cnion Life; 
J. W. Sorneson, Minneapolis, Minn., branch manager, 
Western Unicon Life; C. Y. Rowe, treasurer, Ameri- 
can Bankers, and secretary, Cloverleaf Life and Cas- 
ualty; W. E. King, secretary-treasurer and superin- 
tendent of agents, Agricultural Life; W. R. Smith, 
superintendent of agencies, LaFayette Life, Ind.; F. A. 
Candler, superintendent, LaFayette Life; A. Mac- 
Kenzie, manager of agencies, Manufacturers Life; A. 
Kinch, agency inspector, Manufacturers Life; C. C. 
Clabaugh, general superintendent of agencies, Maryland 
Life; C. FE. Herfurth, secretary and actuary, Montana 
Life; C. H. Carpenter, general manager, National Life 
Association of Canada; G. S. Hastings, superintendent 
of agencies, New England Mutual; R. F. Fry, presi- 
dent, Old Line Life of America; W. S. Hanley, field 
superintendent, Old Line Life of America; F. J. 
Tharinger, assistant secretary, Old Line Life of 
America; H. B. Bossert, agency superintendent, Des 
Moines Life and Annuity; J. D. Scott, agency man- 
ager, Central Life of Illincis; H. R. Stephenson, gen- 
eral manager, Crown Life of Canada; S. Taylor, gen- 
eral superintendent of agencies, Crown Life of Canada; 
F. B. Jacobshagen, secretary, Farmers and Bankers 
Life, Wichita, Kan.; J. W. Knippling, superintendent 
of agents, Federal Union Life, Cincinnati; N. P. 
Hull, president, Grange Life, Lansing, Mich.; W. D. 
Byrum, superintendent of agents, Grange Life: E. P. 
Oertel, assistant to vice-president, Great Northern 
Life; J. Caperton, superintendent of agents, Indian- 
apois Life; G. F. Paisley, city manager, International 
and Standard: J. F. Barr, vice-president, Kansas City 
Life; T. W. Blackburn, secretary and counsel, Amer- 
ica Life Committee, Omaha, Neb.; F. E. Simmons, 
vice-president, America Service Bureau; J. J. King, 
vice-president, Hooper Holmes Bureau; C. A. Roach, 
superintendent, Retail Credit; W. D. Scott, president; 
Northwestern University; C. Wright, Moline, Tll.; H. 
I, Drebin, University of Mich.; J. J. Shambaugh, 
President, Des Moines Life and Annuity; M. Cath- 
les, president, North American Reassurance; A. Co- 
burn, vice-president, North American Reassurance; H. 
W. Leach, superintendent of agencies, Sun Life of 
Canada; A, O. Hughes, vice-president in charge of 
agents, Farmers National Life; K. Reynolds, Rockford 
Life; T, F, Temple, superintendent of agencies, John 


Hancock Mutual; F. Bailey, manager, Inter-Southern 
Life, Chicago; J. R. Duffin, president, Inter-Southern 
Life; S. Reed, secretary and director of agents; In- 
ter-Southern Life; W. E. Webb, vice-president, Na- 
tional Life of United States of America; N. W. Jaeger, 
general sales manager, Bankers Life; J. C. Seitz, secre- 
tary and actuary, Security Life of America, Chicago; 
Staff of the Life Insurance Sales Research Bureau: 
.J M. Holcomb, Jr., manager; H. E. Niles, assistant 
manager and statistician; Miss E. C. Stevens, office 
staff; H. B. Watson, office staff. 


Connecticut Insurance Day 

(Continued from page 13) 
salaries $4,554,673. They have 1285 agencies 
in the State to whom they pay about $500,000 
in commissions. They pay dividends to 6872 
Connecticut citizens. They pay taxes in Con- 
necticut to the State and municipalities amount- 
ing to $1,737,024. 

Mr. Bissell also called attention to the fact 
that Connecticut companies, taking into account 
the size of Connecticut, its population and the 
number of fire insurance companies domiciled 
therein, occupy a remarkably large place in the 
fire insurance world. The chief contributions 
Connecticut has made to fire insurance are the 
maintenance of high standards of business 
morality and the practice of considering an in- 
surance contract an obligation. 

George B. Chandler, secretary of the Con- 
necticut Chamber of Commerce, spoke on “In- 
surance and the Public.” 

Owing to the absence of Morgan B. Brain- 
ard president of the Aétna Life Insurance Com- 
pany, from the city, L. S. Gravengarde of the 
7ZEtna Company spoke on “Connecticut’s Con- 
tribution to the Life Insurance Business.” 

A banquet was held in the Hotel Bond ball- 
room at 6.30, at which James L. Case was the 
toastmaster. Mayor Norman C. Stevens, an in- 
surance man, welcomed the delegates to Hart- 
Addresses were also made by Ernest 
30ard of 


ford. 
Palmer, manager of the Chicago 
Underwriters, and Harry F. Atwood, president 
of the Constitution Anniversary Association of 


Chicago. 


Commissioners’ Committees 
(Continued from page 5) 

Mr. Julian, Ala.; Mr. Clark, Vt.; Mr. Johnson, II. 

Reserves Other Than Life-——Mr. Dunham, chairman, 
Conn.; Mr. Wade, N. C.; Mr. Van Camp, S. D.; 
Mr. Baker, Kans.; Mr. Walker, Utah; Mr. Wells, 
Minn.; Mr. Scott, Tex.; Mr. Sullivan, N. H.; Mr. 
Beha, N. Y. 

Social Insurance.—Mr,. Clark, chairman, Vt.; Mr. 
Hollis, Del.; Mr. Squires, Calif.; Mr. Cochrane, Colo.; 
Mr. McMahan, S. C.; Mr. Moore, Ore.; Mr. Olsness, 





N. D.; Mr. Neifert, Idaho. 
Taxation.—Mr.* Hyde, chairman, Mo.; Mr. Sauf- 
ley, Ky.; Mr. Savage, Ohio; Mr. Wagner, N. Mex.; 


3aker, Kans.; Mr. Loucks, 
Va.; Mr. 


Mr. Spencer, Me.; Mr. 
Wyo.; Mrs. Fairchild, Neb.; Mr. Bond, W. 
Baldwin, D. C. 

Workmen’s Compensation—Mr. McCulloch, chair- 
man, Pa.; Mr. Squires, Calif.; Mr. Scott, Tex.; Mr. 
Maxson, N. J.; Mr. Beha, N. Y.; Mr. Benson, Md.; 
Mr. Saufley, Ky.; Mr, Julian, Ala.; Mr. Monk, Mass. 

Valuation of Securities—Mr. Beha, chairman, N, 
Y.; Mr. Johnson, Ill.; Mr. Hyde, Mo.; Mr. Dunham, 
Conn.; Mr. Monk, Mass.; Mr. Maxson, N. J.; Mr. 
McCulloch, Pa.; Mr. Clark, Vt.; Mr. Benson, Md. 

Unauthorized Insurance.x—Mr. Caldwell, chairman, 
Tenn.; Mr. Wilbour, R. I.; Mr. Henry, Miss.; Mr. 
Savage, Ohio; Mr. Moore, Ore.; Mr. Betts, Ariz.; 
Mr. Cochrane, Colo.; Mr. McMahan, S. C.; Mr. 
Wright, Ga. 
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Decries Price Peddlers 
(Continued from page 21) 


ant, Travelers; J. O. Hoover, assistant superintendent 
of agencies, Travelers; W. H. Kolb, manager, Chicago 
branch, Travelers; H. B. Gunter, third vice-president, 
the securing of applications and unquestionably 
the price peddler at gnawing at the vitals of 
the creative service-rendering agent. To illus- 
trate: The creative agent arouses in the mind 
of the prospect a desire for life insurance or 
more life insurance. The prospect begs time 
to think it over and while thinking it over is 
visited by a fire insurance agent, a real estate 
agent or a book agent, who after failing to in- 
terest him in his wares says, “If you should 
happen to want any life insurance I have some- 
thing that can’t be beat.” Mr. Prospect is 
thinking of life insurance so he says, “What 
have you got?” The price peddling mendicant 
then produces his ratebook and you know the 
rest of the story. 

It is the creative agents, my friends, the 
men with the true vision of life insurance ser- 
vice, that have made and must continue to make 
the great American life insurance companies; 
and if it should come to pass, as the tendency 
to which I refer indicates that it may come to 
pass, that companies in the hey-day of their suc- 
cess and affluence shall be encouraged to for- 
get that innumerable army of creative agents 
upon whose shoulders their foundations rest 
and their progress depends, desertions from that 
army to the point of weakening its strength 
are bound to occur and new recruits shall be 
found wanting. 

When vou discourage the creative service- 
giving life insurance agent you impede the 
progress of life insurance and to thus stay the 
progress of this great institution means greater 
injury to the State and the whole body politic 
than could possibly result if the trend of the 
times was toward the increasing of the whole- 
time agent’s compensation. 





Two-Room Comfort 
At One-Room Cost 


It isn’t pleasant to spend one’s 
day or receive guests in one’s 
bedroom. In our new addition 
every room, single and double, 
is converted in the morning (by 
our special set up) into a pleas- 
ing, tastefully decorated living 
room. A spacious closet and 
private bath with each. 


$20 to $25 per week 


Hotel St. George 


Clark and Henry Streets 
Brooklyn, New York 
Phone Main 10,000 


| 


Four minutes from Wall 
4| St., Fifteen from Times 
15 Square, Clark St. Station, 

7th Ave. Interboro Sub- 
way in Hotel. 



































Public Accountant 

















HARRY C. LANDWEHR 
Certified Public Accountant 
Insurance a Specialty 
75 Maiden Lane New York City 








Telephone Beekman 3461 


DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 No. LA SALLE ST. _ Telephone State 7298 
CHICAGO 


THE SPECTATOR Thursday 
Actuarial Actuarial 


T. J. MCCOMB 
CONSULTING ACTUARY 


Colcord Bldg., OKLAHOMA CITY, OKLA. 














Prominent Agents and Brokers 








LEON IRWIN & CO., Inc., New Orleans, La. 


REPRESENTING 
American Eagle Auto- National Union New Amsterdam 
mobile-Hartford National Hartford Casualty Co. 
American Equitable UU. S. Fire Indemnity Company 
Fidelity-Phenix Stuyvesant Pa... _—— 
nsurance 
State Pa. BROKERS’ LINES SOLICITED 








COME SOUTH WITH COTTING 
WONDERFUL CLIMATE 


Most prosperous industrial district in the 
world 
Ed. L. Cotting, General Agent 
PAN-AMERICAN LIFE INSURANCE CO. 
Ist National Bank Bldg., Birmingham Ala. 














FRANK J. HAIGHT 


CONSULTING 
ACTUARY 


Hume Mansur Bldg. 
Hubbell Building 


Indianapolis, Ind. 
Des Moines, lowa 








F. M. SPEAKMAN, C.P.A, 
CONSULTING ACTUARY 


BURNS & SPEAKMAN, Certified Public Accountants 
THE BOURSE PHILADELPHIA 








JNO. A. COPELAND 


Consulting Actuary 


JAS. R. COTHRAN 


Associate Actuary 


322 HURT BLDG. ATLANTA, GA. 














ABB LANDIS 


Consulting Actuary and Counsellor 


CLARENCE L. ALFORD 
Associate Actuary 


WASHINGTON, D.C. NASHVILLE, TENNESSEE 
10 Jackson Place,N.W. Independent Life Bullding 








A. SIGTENHORST 
CONSULTING ACTUARY 


National City Bank Bldg., WACO, TEXAS 











SAMUEL BARNETT 


CONSULTING ACTUARY 
INSURANCE LAWYER 


502 Forsyth Bldg. ATLANTA, GA. 











Actuarial 








Established 1865 
David Parks Fackler Edward B. Fackler 
William Breiby 


FACKLER, FACKLER & BREIBY 
Consulting Actuaries 


Audits Calculations Consultations 
Examinations Valuations 


50 BROAD STREET NEW YORK 














MILES M. DAWSON & SON 


CONSULTING 
ACTUARIES 


National Association Bldg., 36 W. 44th St. 
NEW YORK 








FREDERIC S. WITHINGTON 


P.A.1. A. 


CONSULTING ACTUARY 


Insurance Exchange Blidg., Suite 948-949 
DES MOINES, IOWA 














L. A. GLOVER & CO. 


Consulting Actuaries, Life Insurance 
Accountants, Statisticians 


29 South La Salle St., Chicago 











Conservation Specialists 


The Otis Hann Company, Inc. 
“Life Insurance Service’’ 
10 So. La Salle St. Chicago, III. 
References Covering Past 23 Years 

















JAMES H. WASHBURN, F. A. I. A. 
CONSULTING ACTUARY 
LIFE INSURANCE—Ordinary, Intermediate, 
Gree Industrial and Special Classes. 
KMEN’S COMPENSATION 
Expert ioe on Domestic, Tropical and 
Semi-Tropical Business 

Cable Address: Gertract, New York 


165 BROADWAY NEW YORK CITY 


I. M. RUBINOW, Ph. D. 


CONSULTING ACTUARY 

and STATISTICIAN 

1600 Bankers’ Trust Bldg. 
Philadelphia 


Workmen’s Compensation 
Liability and Casualty Lines 
Industrial Funds, etc. 














Consulting Engineers 

















Joseph H. Woodward Richard Fondiller 
Harwood E. Ryan 
Woodward, Fondiller and Ryan 
CONSULTING ACTUARIES 


Examinations and Audits in 
all Branches of Insurance. 


75 Fulton Street New York 








GEORGE B. BUCK 
ACTUARY 


Specializing in Employees’ 
Benefit and Pension Funds 


25 FRANKFORT ST. NEW YORK 








FREDERICK A. WALDRON 
CONSULTING ENGINEER 


Designer of 
HOME OFFICE BUILDINGS 


Full Architectural and Engineering 
Services Available 
Tel. Hanover 6718 New York City 


— 





37 Wall St. 
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Miscellaneous Insurance 























Statisticians 














Underwriters 
Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
statement filing. — 

We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. hone: JOHN 1090 
50 John St. New York City 




















Brooklyn Hotel Builds New Addition— 
Caters to Insurance District 


The Hotel St. George, in Brooklyn, occupy- 
ing the block bounded by Clark, Hicks, Henry 
and Pineapple streets, is uniquely situated in 
that it is the only hotel in Greater New York, 
within a four-minute ride on the Interborough 
Subway, catering to the insurance and finan- 
cial district. The hotel has a private entrance 
to the Clark street subway station, which is 
but four-minutes’ ride from the Wall street 
station, and within fifteen minutes from the 
Times Square, Pennsylvania and Grand Cen- 
tral stations. 

It has recently built an extensive addition of 
4oo rooms, making 1200 rooms in all. Its 
new feature of two rooms in one, the man- 
agement states, is meeting with wide approval, 
as every room, single or double, is converted, 
by a special set-up, into a pleasant, tastefully 
decorated living room—a spacious closet and 
private bath being included. 

The hotel contains a large ballroom, suitable 
for convention purposes, and in view of its 
close proximitey to the insurance district, is 
attracting insurance officials, generai agents, 
special agents and others visiting the city. As 
the offices of The Spectator Company are 


; 


am ete 


Toes %  suLton st WALL ST.< 


_ ; ~ INTERBORO 


located in the center of the insurance ana nnan- 
cial district and we frequently receive requests 
from visiting company officials for a modern, 
up-to-date hotel that is convenient, we are 
pleased to recommend the St. George to our 
friends. 





“AUTOMOBILE INSURANCE” 
Fine New Book by Ambrose Ryder De- 
scribes Various Forms of Coverage, 
Underwriting Methods and Sell- 
ing Plans 

A very practical and helpful work entitled 
Automobile Insurance has been written by 
Ambrose Ryder, an expert automobile under- 
writer, and has just been published by The 
Spectator Company. It has long been appar- 
ent that an authoritative work upon the sub- 
ject of automobile insurance was needed, and 
Mr. Ryder’s book admirably supplies that need. 
It contains descriptions and explanations of the 
various types of automobile coverage, together 
with data of value to underwriters and students, 
and combines in one book of over 230 pages 
a vast amount of data of value to all interested 
in automobile insurance, which is now one of 
the leading branches of protection in this 
country. 

As manager of the automobile department of 
the United States branch of the General Acci- 
dent, Fire and Life Assurance Corporation, and 
former manager of the automobile department 
of the National Bureau of Casualty and Surety 
Underwriters, the author of this work has 
gained a comprehensive knowledge of the busi- 
ness from its various angles, which he has in- 
corporated in this valuable book. It is a vol- 
ume of real worth to field men, home office 
executives and students, and is well calculated 
to be of genuine service to any one identified 
with automobile insurance who is seeking in 
formation thereon. It is immensely practical 
and free from technicalities that might obscure 
the author’s meaning. This book gives the 
reader a clear and detailed exposition of every 
phase of automobile insurance underwriting and 
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selling. It is a handy reference work for the 
agent or broker, and presents numerous facts 
and suggestions which will help the agent to in- 
crease his volume of business. 

The following list of chapter titles will con- 
vey some idea of the scope of this work, though 
there are many sub-topics treated in each chap- 
ter. The whole work is clearly indexed: 

I. Introduction; II. Fire Insurance; III. 
Theft Insurance; IV. Collision Insurance; V. 
Public Liability Insurance; VI. Property Dam- 
age Insurance; VII. Insurance Contract—Gen- 
eral Considerations; VIII. Classification and 
Rates; IX. Underwriting Problems; X. Motor 
Truck Contents Insurance; XI. Claims and 
Losses; XII. Prevention of Losses; XIII. 
Statistical Information and Development of 
Rates; XIV. Statutory Requirements; XV. 
Compulsory Automobile Insurance; XVI. Sell- 
ing Automobile Insurance. 

From the foregoing it will be observed that 
the book constitutes a complete standard treatise 
covering fire, casualty and miscellaneous fea- 
tures of the automobile insurance business. The 
human and interesting features are brought out 
in such a way that they entertain at the same 
time that they instruct. The technical features 
in handling automobile insurance are not omitted 
from this book, but are relegated to their proper 
place as a source of ready reference, and are 
not allowed to interfere with the treatment of 
the subject. No one who has to do with the in- 
surance of automobiles in any way can afford 
to be without this valuable work, the price of 
which is $3.75 per copy. 





PERSONAL ITEMS 











Howard P. Moore, general manager of the 
American Foreign Insurance Association, 1s 
now in Europe on a business trip arising out 
of the co-operation of the association with the 
British companies and Lloyds in settling the 
affairs of the Japanese disaster some time ago. 
While in London he was accorded a luncheon 
by the London committee of the insurance 
offices and Lloyds. When toasted on his work 
in the past proceedings, he replied in the strong- 
est terms commending the excellent endeavor 
displayed on both sides, stating that it had done 
much to cement a friendship between the two 
nations, which are not only the greatest nations 
of the world, but, undoubtedly, the two con- 
taining the largest and most powerful insur- 
ance interests of all kinds. Upon this state- 
ment he received much applause of approbation. 

General W. H. Patterson, well-known insur- 
ance man of Dallas, has been indorsed for the 
office of Insurance Commissioner by a number 
of leading business and professional men in 
various portions of the State, and formal ap- 
plication will be made to secure his appoint- 
ment when Mrs. Miriam A. Ferguson is ap- 
pointed governor. He has been identified with 
the insurance business in Texas for thirty-five 
years and has been a resident of Dallas for 
forty-seven years. 

W. S. Lemly, recently appointed special 
agent of the arson department of the National 
Board of Fire Underwriters for the South- 
western district, will move his family from 
Temple to Dallas, Tex.. upon his return from 
a National Conference of special agents in 
New York. 
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Non Assessable Policies 
SUBSTANTIAL SAVING 





Automobile Insurance 
Exchange 


Insuring all classes of Automobiles for 


FIRE, THEFT, COLLISION, PROPERTY 
DAMAGE and PERSONAL 
LIABILITY 





Keystone Indemnity 
Company 


Attorney-in-fact 





C. W. KANOUSE 


Vice-President 


R. A. CHASE 


President 


Otis Building 
PHILADELPHIA, PA. 


Special Representatives desired in Pennsylvania and Maryland 


OPPORTUNITY 


The progressive methods and spirit of 
co-operation between the Home Office and 
agents in the field offer a real opportunity 
for the agent. 


25 Millions of Assets 
178 Millions of Insurance in Force 


When you consider this to have been 
accomplished over a period of only 15 years, 
you must realize what an opportunity is 
offered for future growth with this company, 


Prompt Service on Standard 
and Sub-Standard Business 


International Life Insurance Co. 
ST. LOUIS, MISSOURI 
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SURETY AND CASUALTY 
SALESMANSHIP 


By 
JOSEPH R. WILSON 


Manager, Development Division 
Maryland Casualty Company 


Manager, Maryland Casualty Company 
Training School 


Compiler of Lesson Papers on Surety and Casualty 
Principles and Salesmanship and Field Development 
for the Maryland Casualty Company Training School. 


Former Vice-President United States Fidelity and 
Guaranty Company, and only brother of the late 
President Woudrow Wilson. 


Compiler of agents’ text book ‘‘Fidelity Bonds, Surety 
Bonds, Casualty Policies, the principles governing 
their underwriting; the methods of constructive sales- 
manship and the service in connection with them” for 
the United States Fidelity and Guaranty Company. 


Single Copy $4. 








THE SPECTATOR COMPANY 
CHICAGO Cannas NEW YORK 


aeaciiaial 


The Colonial Life Insurance Company of America 


Whole Life, Limited Payment sii 
NEW & Endowment SOLD 
: THROUGH 
ORDINARY) High Values ITS OWN 
POLICIES Attractive and Novel Features | AGENCY 
Low Cost STAFF ONLY 


Which with especially favorable Industrial Contracts 
Give Agents unsurpassed money-making opportunities 
E. J. HEPPENHEIMER, President 
Geo. T. Smith, Vice-President Dunbar Johnston, Secretary 


Chas. F. Nettleship, 2nd Vice-President S. R. Drown, Asst. Sec’y 
and Asst. Treasurer. 


HOME OFFICE—JERSEY CITY, N. J. 





YOUR CHANCE 


To become Supervisor in Connecticut for a 
young life insurance company; one of the 
kind where personality and hard work will 
receive a visible reward. 

Address P. L. care of THE SPECTATOR, Box 1117, 
New York City. 























ILLINOIS LIFE 


INSURANCE COMPANY 
CHICAGO 


JAMES W. STEVENS, President 


Greatest Illinois Company 








